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| N | E Wm. Rogers & Son Hol- 
lowware. The lowest 
priced, nationally advertised hollow- 


ware, that matches flatware patterns. It’s 





fully guaranteed. It offers you asplendid 
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opportunity to increase your hollow- 





ware business. Write today for prices 
and full information. 
Wm. RoceErRs & SON, Meriden, Conn. 
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YOUR SHIP WILL COME IN 


FASTER 


IF YOU BORROW SOME POWER FROM GORHAM DEALER 
ADS. DURING 1929 LEADING RETAILERS ALL OVER 


THE COUNTRY USED THEM TO A TOTAL 


OF 635,399 LINES. 
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How Old Is an Antique? 


minded gave much attention was, “How old is 

Ann?” Today the more serious minded among 
business men and national legislators are con- 
sidering: “How old is an antique?” For Congress, 
in the proposed tariff bill now under consideration, 
has sought to set the date 1800 as the dividing line 
between antique and modern merchandise—at least 
as far as the free entry of artistic antiques is con- 
cerned. 

Today the tariff rule is to consider merchandise 
100 years old as an “antique,” but this while satis- 
factory in some cases has proved almost ridiculous 
in others, yet we do not see how putting the arbitrary 
date of 1800 is really going to help matters to any 
extent. This date runs right through the latter part 
of the Georgian period and would make the same 
merchandise by some of the most eminent craftsmen 
dutiable or free, according to whether it was finished 
just before or just after the closing year of the 18th 
century. Two pieces of silverware, for instance, made 
at approximately the same time, by the same maker, 
of the same pattern and workmanship, may be made 
to differ in value by about 30 per cent because one 
was finished Dec. 26, 1800, and is duty free, and the 
other finished a week later and must pay full duty. 
“It don’ make sense nohow” as Nigger Jim says in 
Huckleberry Finn, but what is Congress to do? 

“Antiques” for free tariff entry purposes, should 
be defined by some method other than a date of man- 
ufacture; by a factor that will consider the question 
as to commercial use, leaving those products which 
do not deteriorate with age and are still salable as a 
general line of merchandise without the definition 
and leaving within it only such articles as do wear 
or deteriorate and are sought for or preserved for 
their historical interest or associations alone. 


For instance, no diamond or other gem (unless 


S in years ago a question to which the frivolous 





in an archaic cutting that makes it unsuitable for 
ornaments of the present day) should ever be placed 
within the catagory of “antinques” made duty free 
by the Tariff Law. Such gems are as apt to be as 
much commercial products today as the day they 
left the hands of the lapidary that shaped them 
from the rough. To admit some of these free of 
duty without exempting also every gem cut before 
1800, would be most unfair but not as unfair as to 
charge a duty on gems cut after 1800 and not on 
those cut before that date. 

Every gem is thousands, perhaps millions, of 
years old; but time shows no effect on its condition 
today whether cut or uncut. If cut properly who 
cares whether it was done prior to 1800 or subse- 
quent to 1900? A well cut gem is a commercial 
product whatever its age and to permit it to be 
classified as free of duty as an “antique” runs con- 
trary to the whole spirit underlying the Tariff 
Laws. 


ment to all movements for exhibitions, lectures 

or publicity that will increase public interest in 
the products which they carry whether these be con- 
nected with antiques or modern commercial wares. 
The more the American people are educated to the 
beauties of the products in the precious metals the 
more the interest they find in them (whether the 
work be that of past ages or the present day), the 
better for the jewelry trade as a whole. General in- 
terest in precious metal work of past ages cannot 
fail to develop an appreciation of the best lines man- 
ufactured today. 


PR iment to at everywhere should lend encourage- 


Editor. 
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Main art room in 
the V. E. Jacobs 
& Co. store, where 
unique and at- 


tractive gift of. 

ferings are dis- 

played to the best 
advantage 











China and Crystalware for the Bride 


Separate tables displaying selections made at the Jacobs’ Store, 
Jacksonville, Fla, Help boost sales 


By HARRY R. TERHUNE, Field Editor 


INS and Bins—Tables and Tables—Display and That’s telling a terse story in headlines of the china 
More Display—Twenty-eight bins, each with a and glass department of V. E. Jacobs & Co. This Jack- 
different pattern—One hundred twenty-five open sonville, Fla., jewelry firm advertises that it carries the 
stock china patterns—Fourteen distinct patterns in rock largest stock of fine china and glass south of Washington, 
crystal. and to substantiate this assertion points with pride to 





One view of the China 
and Crystal Room 
where the handiwork 
of master craftsmen is 
featured. China appro- 
priate for every home 
is displayed 
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the four good lines of china and to the several rock 
crystal patterns carried by this house exclusively in this 
section. 

An entire second floor is devoted to the china, crystal 
and gift department. As the space directly over the store 
was not sufficient corresponding space in the adjoining 
pbuilding was taken, throwing it all into one large room. 
Reserve stock is carried on the third floor. 


NSTEAD of starting with a small stock, it was rea- 
coal that if a good, comprehensive number of pat- 
terns were carried, the very range and completeness of 
the assortment would tend to interest anyone in the 
market for these lines. Not only would a complete as- 
sortment prove interesting but it would convey the im- 
pression that the wide array spread before a customer 
offered every facility for buying and thus discourage 
even looking elsewhere. 

The usual procedure of following up the wedding an- 
nouncements is carried out. Often though the store has 
previous information about coming engagements, so 
starts to work immediately on these prospects. All 
single girls are considered first-rate prospective cus- 
tomers, so when they come in to buy a present for a 
friend the resources of the store in general, and the 
second floor in particular, are deftly and convincingly 
brought out in the sales talk. 

A different appeal from the average is made to the en- 
gaged girls as to why they should concentrate their 
silver, china and glass pattern selections in Jacobs’. 
According to Miss Myra Wellington, who is ably han- 
dling things on the second floor, the thought that is 
strongly conveyed to these girls:‘is not that Jacobs’ is try- 
ing to sell them something but that this establishment 
is endeavoring to safeguard the best interests of their 
clientele. In no case does the store implore business. 

A straightforward statement of facts is made of the 
service that Jacobs’ is endeavoring to give by assuring 
the bride-to-be of suitable well-balanced gifts. 

While it is the policy of the house to limit the time in 
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which purchases may be returned, brides are given to 
understand that the rule is waived in their case. They 
are also told that any article coming from this store will 
be exchanged. 

Photographs of this floor show part of the dozen or 
more small tables which dot this department. These 
tables are set as close together as practical, without in- 
terfering with convenience. There is a real bright idea 
regarding these tables—a real merchandising thought. 
Each one of them represents some one bride’s selection 
of china, crystal and sterling patterns. A card on the 
table shows the purchases to date on each item. Now, 
isn’t that real salesmanship? 

At this writing there were nine tables. These repre- 
sented the selections that seven brides had made, for in 
two cases the bride had chosen two sets each of china and 
glass. One table displayed a fine dinner set with rock 
crystal, the other having china and glass for everyday 
use. The writer noted the ease with which the sales- 
people told the story of what had been selected for Miss 
So and So. It was most interesting to observe how this 
method operated as a most intelligent aid in helping the 
person who had only a few dollars to spend, as well as the 
one who had the where-with-all to make an impressive 
gift. Both of these extreme cases were handled to the 
complete satisfaction of all concerned, the purchaser, the 
recipient and the store. 


COUPLE of other thoughts on this subject were 

developed. Both china and glass show to much 

better advantage when on a table than when in a bin or 

on a shelf. Customers can visualize much better just how 

their purchase will fit in with the other articles. The 

combination of crystal and china, all properly set on a 
(Continued on page 84) 










Above—A $2 gift ta- 
ble with bins in the 
background 


Left — Another view 
of the China and 
Crystal Showroom 
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Profit by the Gift Shows 


N conducting a retail jewelry store today it is 
I necessary, perhaps, more than in any other 

field, to be alert to every opportunity to sell 
more merchandise at a reasonable profit. Condi- 
tions have developed which have brought about 
sharp competition on many sides and this has made 
it imperative that the retail jeweler meet this com- 
petition in order to successfully continue his busi- 
ness. He is finding it more and more difficult to 
combat this situation from the standpoint of price 
alone, and must be in a position to offer his pros- 
pective customers a service based on a thorough 
knowledge of the merchandise he offers for sale. 
He must stress this feature in going after his share 
of business and develop more than ever before pub- 
lic confidence in his judgment. 

This is essential if he is to succeed and in order 
to do this he must bring as many people as possible 
into his store. One method of doing this which is 
successfully employed by many retail jewelers is 
by also conducting a gift section. 

In order to sell this kind of merchandise the mer- 
chant must study his customers. He must know 
their individual tastes, insofar as possible, and also 
be able to judge accurately and well in advance of 
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demand the trends that control buying of this class 
of goods, whether these trends be due to changing 
fashion, to the desire on the part of his customer for 
the odd, the unusual, or whatever the motives May 
be that bring the buyers into his store. To be fg. 
miliar with these conditions makes it possible to 
anticipate the demand and thereby be a jump ahead 
of competition. 

There is no better way to acquire this knowledge 
than by attending the gift shows which are now be. 
ing held, or will shortly be held, in many of the 
larger cities throughout the country. At these shows 
the retail jeweler has the opportunity to learn the 
drift of tomorrow’s trend and to inspect and com. 
pare the most exclusive and popular lines of gift 
merchandise. It is there that manufacturers who 
desire to help the retailer to sell more things to more 
people are doing excellent, practical educational 
work. It is there that the new merchandise and the 
best methods of selling it can be studied at close 
range. 

Jewelers who are alert to the opportunities of 
1930 will find these shows weil worth the time, ex- 
pense and effort it costs them to attend. 


ol) a 
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Is Your Bank Your Competitor? 


EPORTS have been received from various sec- 
R tions of the country by THE JEWELERS’ CIRCU- 
LAR indicating that a number of banking in- 
stitutions have been soliciting new accounts by offer- 
ing articles of jewelry to depositors and this prac- 
tice seems to be widespread. Without doubt it has 
"had a detrimental effect upon the business of retail 
jewelers. -It now appears that the retail merchant 
of today must not only fight against the competition 
of:-many department stores but, strange as it may 
seem, he finds that some banking institutions with 
whom he does business are aligned against him. 

Such a practice is unsound and unbusinesslike on 
the part of banks using this means of obtaining new 
accounts and very often it is apt to act as a boomer- 
ang to the bank involved, for once the bank ceases 
to give jewelry to its depositors they may withdraw 
their accounts and turn to some other bank which 
in turn is offering a-similar inducement. 

Jewelers in other cities who have been suffering 
from this kind of competition must have read -with 
much interest and satisfaction the results of the 
campaign against this evil waged by the Executive 
Board of the New York City Retail Jewelers’ Asso- 
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ciation, as reported in last week’s issue of THE 
JEWELERS’ CIRCULAR. 

Acting through counsel appeals were made to the 
New York State Banking Department and the New 
York State Bankers’ Association with excellent re- 
sults. The attitude of the State Banking Depart- 
ment, as reported by counsel to the Executive Board 
of the New York City Association, is strongly op- 
posed to the distribution of jewelry by banks to ob- 
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one pattern and links of another and that therefore 
sales of expensive cuff links are also affected. 

On first thought the whole matter may seem 
trivial to the ordinary merchant, but the enterpris- 
ing jeweler will see that if the sales of fine shirt 
studs and cuff links are affected by a whim of fash- 
ion which seeks to decree the use of only one shirt 
stud and that’if a cheap substitute which does not 
call for the use of fine links takes the place of those 








tain new accounts, and 
in the instances brought 
to the attention of the 
State Department the 
practice has been 
stopped. 

Jewelers in other sec- 
tions of the country who 
are facing the same sit- 
uation should at once 
take similar action to ob- 
tain relief from such a 
condition. The Execu- 
tive Board of the New 
York City Retail Jewel- 
ers’ Association is to be 
congratulated on the suc- 
cessful outcome of its 
campaign. 


ee 
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Discourage This 
Whim of Fashion 


UR Boston corre- 
() spondent' reports 

that jewelers in 
that city are complaining 
against the loss of busi- 
ness resulting from the 
present vogue for even- 
ing dress shirts in which 
only one shirt stud is 








A De Luxe Number 


N February 27th the 61st Spring Buying An- 

niversary edition of THE JEWELERS’ Circv- 
LAR will be presented to the industry. From 
cover to cover it will contain special feature 
articles written by authorities on a wide variety 
of interesting and instructive subjects. The 
news of the week will also be included. 


q The cover will be a work of art depicting in 
four colors the adaptation of jewelry to personal 
adornment. Following accurately the costumes 
of the countries and periods represented and 
showing in miniature the typical jewelry, the 
design develops themes in Javanese, Egyptian, 
East Indian, French Renaissance, Russian and 
English motifs and blends them into a panel 
portraying the smart woman of today with her 
accompaniment of exquisite jewelry. Copies 
of this superb cover should be framed and used 
in window displays, as they are sure to attract 
much attention. 


q In addition to the article listed on this page 
last week the Anniversary Number will have 
live merchandising, advertising and store helps 
which will include the following: “What to Do 
When Spring Breaks Through,” “How Ben Tipp 
Sells Diamonds,” “Modernistic Show Cards to 
Enliven Spring Business,” “Suggestions for the 
Credit Jeweler,” “Original Window Displays For 
The Jeweler” and other outstanding features. 


q We are sure that this de luxe number will 
merit your approval. You cannot afford to 
miss it! 








regularly sold in jewelry 
stores for evening dress 
wear, in the aggregate 
the loss in sales will be 
worthy of more than 
passing consideration. 

It will be recalled that 
a little announcement ap- 
parently of no impor- 
tance is credited with 
having a sharp detri- 
mental bearing on the 
sale of scarf pins; and 
had jewelers, at that 
time, taken action to edu- 
cate the public to the fact 
that a scarf pin was a 
necessity as well as a 
luxury—that it was in 
good taste instead of 
passé—many hundreds 
of dollars in sales might 
have been gained to our 
merchants. The fact that 
the scarf pin has since 
that time returned to 
public favor does not 
make up for the loss of 
sales in the past. 

Now is the time to 
start a sharp campaign 
against the possible ten- 
dency to discard fine 
dress shirt studs and 
matching cuff links and 
if jewelers throughout 
the country do not take 
some action to prevent 
the spread of an un- 
called-for and harmful 





used. It is pointed out 

that this interferes with the sale of the regular two 
and three-button cards of more expensive studs. Sev- 
eral of the men’t outfitters supply imitation black 
pearl buttons or studs to go with the shirts and as a 
result the jewelers are handicapped in the sales of 
what is regarded as their legitimate custom. Many 
of the jewelers feel that some organized protest 
ought to be made to the clothing stores. It is also 
pointed out that many men dislike to wear studs of 


whim they may find 
themselves in the same relative position as that 
which developed from the undesirable publicity 
given to scarf pins. 

The custom of wearing a single stud started in 
Paris some time ago and was taken up by those who 
could afford to buy a ruby, diamond or similar high 
priced stud, but the rank and file of the great Amer- 
ican public cannot afford such expensive jewelry 
and does not take kindly to this idea. 
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This attractive 
china and glass 
section was 
planned by Mrs. 
Janie R. Jolly, 
Raleigh, N. C. 


A hitherto unat- 

tractive back 

room was trans- 

formed by her 

into a_ beautiful 
store 
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The store spe- 

cializes in fine 

diamond jewelry 

designing, silver 

services, watches, 
ete. 


To keep more 
money in Raleigh 
was the moving 
idea in starting 
this china and 
glass department 


How Woman Jeweler 


Conducts a Gift Section 
Suitability for a Wedding Gift the Guide in Buying 


OW a little catch-all of a back room was trans- 

formed into a room of beauty and utility may 

make interesting reading. Perhaps, on second 
thought, it is just as well that the old room was not pho- 
tographed but the new room of the Jolly Jewelry Store 
in Raleigh, N. C., is herewith presented, showing a very 
charming china and glass section. 

It was a bit over a year ago that Mrs. Janie R. Jolly 
approved architect’s plans for remodeling the rear of her 
store. It had been decided to add a china and glass sec- 
tion and to utilize this previously mentioned wrapping 
room, as a sales room. Advice as to what to buy and 
how to display the goods had been received from THE 
JEWELERS’ CIRCULAR. Many of the proffered suggestions 
were followed. Now in the light of a full year’s experi- 
ence, many do’s and don’ts are apparent. 

Primarily, this jewelry store specializes in diamond 
designing, selling of handsome services, state gifts, to- 
gether with several closely allied lines all good establish- 
ments carry. There was a feeling that money which 
should be left in Raleigh was being spent by Jolly cus- 
tomers in other cities on such items as fine crystal stem 
ware, service plates and the better chinaware. So the 
changed rear room—which provoked many comments 
similar to, “How beautiful you have made your store.” 

A course adopted in the beginning has been consistent- 
ly followed. This is, to buy everything with the idea as 


to its practicability as a good wedding gift. The tone of 
the department was raised by following the reasoning 
that if one stayed away from the cheaper lines, this sec- 
tion would be so much further away from competition. 
Then, too, with a small space, there really was not room 
to display the more uncommon gift items. That must 
not be construed to mean that only high priced articles 
are carried, as it has been found advisable to have many 
inexpensive novel china pieces. 

Just to show how a good reputation will permeate a 
community. For years Mrs. Jolly has been considered 
an expert on gems, particularly diamonds, so her opinion 
on this subject carries weight. Since adding glass to her 
stock, many of her good customers have called to ask for 
advice on their dining room appointments of silver and 
glass. It has been found that silver sales have shown a 
substantial increase during the period the glass and 
china departments have been established. This goes to 
prove that people like to concentrate their purchases in 
places where they have confidence. 


UYING mistakes were made the first year, just as 

would be expected. It is some trick to immediately 

swing into the precise quality and type of goods a com- 

munity will want, even though one has been doing busi- 

ness with them over a period. Good business judgment 
(Continued on page 29) 
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Rule for Building Up Interest In 


Lines and Items 


Three Methods of Applying Rule to Jewelry Store Advertising 


By Guy Hubbart 


HEN 100 people read a jewelry store advertise- 
ment (carrying items, prices and descriptions 
of values) three things happen: 

1. A certain percentage of the readers come to a deci- 
sion to buy this or that the next time they are in a jewel- 
ry store—new interest in jewelry; 

2. A larger percentage 
begin to think of a specific 


The name of the way is Repetition; repeating not only 
ideas and descriptions but items during a period like a 
month, six months or a year. 

The mere fact that watches appear several times in 
a ten weeks’ run of ads does not constitute repetition in 
the full sense. But if the same idea is repeated several 

times in the ten weeks that 
constitutes repetition. 





item needed or wanted and 
actually decide to buy it— 
interest in a specific item; 

3. A small percentage go 


How to Figure Number of Times to Repeat 
an Item in Space During Three Months 


EMEMBER any 
jewelry store, all of 


them, carry watches and 





out in a day or two, maybe 
the day they read the ad, 
and buy an item—action 
interest in jewelry. 

These three kinds of. in- 
terest on the customer’s 


item per insertion. 


Typical Items 





Example based on 30,000 daily circulation 
or 180,000 in six days. 


Computing basis: 18,000 circulation per 


Dividing Figure 


very likely the same kinds 
(or some of them) that 
your store carries. Your 
ad must interest readers in 
buying a watch at your 
Repetitions | store. Ideas are not com- 





part are what make adver- Watches (2) into 18,000 equals 9 times mon, the other stores can- 
tising important and valu- Handbags (3) into 18,000 equals 6 times not use the kind of ideas 
able to a retail store. And ——— 4 a ae — ; bre | you think up. And if you 
they should be kept in ro eon po nae 18.000 ner 6 bos constantly repeat a watch 
mind in writing copy and Guns (6) .into 18,000 equals 9 eee idea or a handbag idea in 
making out schedules of Rings (9) into 18,000 equals 2 times your ads no one can com- 
insertions for advertise- Silverware (2) into 18,000 equals 9 times | pete with you on that score 


ments. In other words, 
every ad the store runs | 
should have in its copy | 
ideas and goods that will 

insure the three kinds of 

interest; that is, interest | 
newly created in jewelry, | 


Thus watches on a twice-a-week schedule should 
be repeated in space, during 12 weeks, nine times at | 
least in order to get best sales results from circula- | be. 
tion. The figures in brackets are dividing figures for 
the type of item represented by the words to the left 
of them. Watches, for example, opposite (2) in top 
line should be repeated nine times. 


anyway no matter how 
near alike the stocks may 


“We sell watches of 
character. Price $50” is 
an idea. “Good watches, 
$50” is merely an assertion 





interest in a specific item 
and buying action. 


HE above is the best reason in the world why who- 

ever writes the copy should think of the copy as go- 
ing out to be read by people in three, not one frame of 
mind. For one customer, a single person, may have all 
three interests and one interest leads to another—the 
awakening of interest in jewelry as such grows into 
action, the impulse to take money in hand and visit the 
store to make a purchase. 

But keep in mind that when the ad goes out and 100 
people read it no ten of the readers get the same reaction. 
This is because people’s minds react differently to sug- 
gestions. And there is only one way to be sure your 100 
readers all finally come to the action stage of ad reading 





and no amount of repeti- 
tion will give it more than 
ordinary buying action. “When you buy a watch of us 
you buy two things besides the watch; character in 
watches and store service of a kind that fits ‘watches of 
character” is a complete idea. If such an idea appears 
30 times during the year in your advertisements, 50 per 
cent of all those who read your copy will begin to think 
of the word “character” and “reliability’”’ when they see 
your store name. And if that happens, your advertising 
is inexpensive no matter what it costs. 

How many jewelry store advertisements contain ideas 
in the sense illustrated above? Not enough. Ideas build 
images in customers’ minds; images are pictures of 
values and are what put selling-action into copy. 

(Continued on page 37) 
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Net Profits Increased 10 Per Cent 


Results Accomplished by This Stock Control System 


By Harry R. Terhune 


duce purchases 20 per cent, how to have a more 

comprehensive stock than ever (which necessarily 
means more gross sales), and how to make the net bank- 
able profits increase at least 10 per cent, will kindly 
gather round. 

The foregoing has been accomplished by one of North 
Carolina’s leading jewelers during the past year. The 
Schiffman Jewelr> Co. of Greensboro needs no introduc- 
tion to the trade at large. So when it is stated that the 
results obtained during the first year of a stock control 
buying budget plan were as outlined in the opening 
paragraph, it can be safely assumed that the succeeding 
years will show even greater results. 

It is through courtesy of Dr. Harold A. Schiffman, 
a gentleman who is ever willing to give of his time for 
the betterment of the trade, that THE JEWELERS’ CIRCU- 
LAR is able to outline the following: 

First, the store is separated into some one hundred 
departments. Each of these departments bears a num- 
ber. This numbering is a part of the system, as it is 
quite essential in properly identifying each group of 
articles. The importance of this is apparent as one goes 
into the details. When new goods come in, the one check- 
ing the bill enters the department number against each 
item on the bill. This same number is then put on the 
price tag of the article so that it will be used when a 
sales check is made out. Again the number is used in 


if HOSE jewelers interested in learning how to re- 


SCHIFFMAN JEWELRY CO. 


checking the stock records from the tickets and in taking 
a physical inventory. 


OR explanatory purposes, the various columns are 

numbered. In starting this system, it is obvious 
that an accurate physical inventory is the first necessary 
step. The cost amount of each group, therefore, appears 
in Column No. 1. Adding the month’s purchases (No. 2) 
to No. 1 gives the total gross stock for the month in 
No. 3. Deducting No. 4 shows the closing inventory for 
the month in No. 5. 

An arbitrary budget allowance (No. 6) is arrived at. 
This is based on last year’s figures of a one and one-half 
stock turn, but figured on this year’s performance of a 
two times stock turn. It means that if a department sold 
$12,000 worth of merchandise at cost during the year, a 
monthly inventory of $6,000 at cost would be considered 
the maximum stock allowed. 

The Recommended Maximum Purchase (No. 7) is the 
difference between the actual stock on hand and No. 6, 
provided it is less. This figure instantly and accurately 
informs the buyers of the precise amount of goods they 
may buy. If this is in excess of the budget allowance 
(No. 6) the difference is noted in No. 8. This means 
that no merchandise can be bought in this department. 
It also means that measures must be instituted which 
will result in the over-stock being reduced to its proper 
amount. It is plain that the figures in the Excess In- 





CLASSIFICATION 


Rings—Men’s, Fancy; 


Beads—Genuine 
26 


Nearly 100 items are listed on 


For Manth of January, 1930. 


Gain Loss 


two stock control sheets, each 18% «x 17 inches. 
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ventory column are “Danger Figures,” for they prove 
an unhealthy condition. 


HEN a jeweler has these figures to work over, he 
is in a position to know instantly what are the 
profitable and what are the dangerous items of his stock. 
The Sales Forecast (No. 9) is a workable figure on 
which the Budget Allowance is based. It is made up of 
last year’s sales, plus the expected increase or decrease 
of this year’s figures. These figures are usually made up 
in advance, as a guide, to cover the coming buying sea- 
son. By them, a buyer is told that his watch stock should 
be thus and thus for the months of, say, April, May, 
June and July. This entirely eliminates the guess habit 
and so puts the buying on an absolutely sound, scientific 
basis. 

Actual Sales (No. 10) is just what it says. If No. 10 
is in excess of No. 9, the difference is entered in No. 11. 
If it is less, the difference is noted in No. 12. 

Just as Dr. Schiffman says, this system is not worth a 
continental unless there is very close cooperation be- 
tween the office and the buyers. It resolves itself into a 
problem of how the office can guide the buyers, through 
acting as a controller of purchases. Conditions some- 
times arise in which it is advisable to extend the budget 
slightly. Unexpected new goods often brings that about, 
but as experienced buyers are always under-bought 
rather than over-bought, it is seldom that this occasion 
occurs. 

One important point brought out was that the figuring 
of this budget is done on two angles, one for eleven 
months and one for the month of December. 


N integral part of the buying control is the per- 
petual inventory. These cards, however, are only 
kept on the staples. Each item on each pattern is kept 
on a separate sheet in a loose leaf book. This book is so 
arranged that 30 sheets are open to inspection on one 
page. Two pages are required for a pattern. These 


stock sheets, which are reproduced, are self-explanatory, 
but attention is called to the lower right hand corner, to 
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Loose leaf perpetual inventory cards are an important part of the buying control system. 
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the two spaces which give the maximum and minimum 
stock to be carried of this particular item. Since using 
these sheets the silver department has shown a decided 
increase in sales, while a four times stockturn has been 
maintained. 

Once a week the inventory sheets are carefully gone 
over to note the condition of the stock. Orders are placed 
wheen needed. It is found that the store is best served 
by setting aside Fridays for this inspection job. Orders 
mailed that day are received by the factories the next 
Monday morning, so the shelves are replenished by the 
following Friday. 





How Woman Jeweler Conducts 


Gift Department 


(Continued from page 26) 
demands that the moment that it is discovered an article 
bought does not fit, desperate efforts must be immediate- 
ly made to move it. That does not mean any sensational 
sale methods by any chance. 

Prices in a china and glass department must be just 
right. High enough to insure a fair return on the in- 
vestment, but low enough so that the idea will not prevail 
that “So and So’s is a high priced place.” That’s fatal 
to any store. 

An easy, homelike atmosphere is deemed absolutely 
necessary to the success of a gift department. (This sec- 
tion bears the name of Gift Department.) It has been 
found that chairs are not essential in selling jewelry, but 
they are a great asset in putting people in a buying 
frame of mind in a china department. Customers see 
more things if they are comfortably seated. Again, they 
may be tempted to buy the display tip-tables, or even the 
love seats that they are occupying. Such things do hap- 
pen. Tables set for certain occasions, which are fre- 
quently changed, always have a definite sales-appeal, as 
they help a woman to visualize how the china, glass and 
silver looks at its best. 
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Complications 


The nervous lady in the picture is trying to 
figure out whether the train leaves at eight o'clock | 
or six. The matter ls complicated further by the jj 
fact that her watch loses seven and a half minutes 
a day, and she can't remember whether she set | 
it on Sunday or Saturday, and never could do 
fractions anyway. 

The confusion between daylight saving time 
and train time is bad enough. But when you 
have an Irresponsible watch as « further handicap, 
the situation becomes hopeless indeed. 

A watch purchased at Ryrie-Birks is depend- 
able in every crisis. With a Ryrie-Birks watch, 
you buy the most famous and dependable move- 
ment in the world. It Is a life’s investment in 
correct time. 


Rurie-Birks 


DIAMOND MERCHANTS 
YohOs AND TEMPERANCE © TORORTO 


14k white Aand-engraved t, Ryrie-Birks 
ag $82.50. — 


LOT of newspaper advertising that occupies 
good space and costs real money is never read— 


and therefore hasn’t the ghost of a chance of 


paying its way. 


It’s not read mainly because it’s not interesting. The 
movie house that fails to put on pictures that take the 


fancy of the people in the 
district round about it very 
soon has to close its doors. 
Best sellers become best 
sellers because they appeal 
to multitudes of ordinary 
people. 

Newspaper advertising 
has to meet a lot of compe- 
tition today, and the bigger 
the paper and the bigger 
the community the keener 
is the competition just for 
a chance, in the first place, 
of being seen. 

Even a bold border and 
a distinctive signature, 
with well-planned typog- 
raphy and sufficient white 
space are not always enough 
to insure that an advertise- 
ment will command atten- 
tion on the crowded pages 
of our etropolitan dailies; 
wherefore advertisers who 
don’t want to be lost in the 
shuffle are resorting to un- 
usual effects in art work 
and design—among which 
humorous illustrations that 
are really worth while are 
quite effective. 


THE JEWELERS’ CIRCULAR 


A Chuckle in 
This Jewelry 


Advertising Copy 


Well Known Jewelry Concern Adopts 
Illustrations and Copy that 
Command Attention 


By George Stock Turner 


February 20, 1930 
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The Dilatory Bride 


It wasn’t the bride's fault that she was fifteen 
minutes late in arriving at the altdr. It was the 
fault of her bracelet watch, the gift of the groom, 
which skipped a quarter hour in the ex 
of the occasion. 

How much better had the yon purchased 
his gift at Ryrie-Birks! For a Ryrie-Birks watch 
Is dependable at every crisis, It does not yield 
to the excitement of the moment. The most 
Gramatic circumstance in the world cannot make 
it miss 2 single beat. It holds its steady course 
and performs its faithful service through all the 
occasions of life and death. 


Ryrie-Birks 


DIAMOND MERCHANTS 
ONGE AND TEMPERABCE §6TOROKTO 
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©¢P) YRIE-BIRKS, LTD. of Toronto, Canada, persistent 
, advertisers who know all the tricks of the adver- 
tising business from experience, supplemented illustra- 


tions of the merchandise itself by comic attention-get- 


A Friend 
For All Time 


You wouldn't Continue to as- 
soclate with « friend who mis 
1e@ you, embarrassed you, and 
played practical jokes on you at 
solemn moments. 


twenty minutes before the train 
arrives, or takes you there two 
minutes after it has left? That 
makes you the first to appear at 





alises generally the schedule of 
your days? 

A watch purchased at Ryrie- 
Birks ‘se @ watch that can be 
depended upon for all time. Ne 


zr 
tained In the Ryrie-Birks watch, 
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ting cuts a while ago in connection with a newspaper 
campaign that helped sell a good many watches without 


any special inducements. 

These illustrations did 
exactly what they were in- 
tended to do. They caught 
the eyes of busy people 
skipping hurriedly through 
their morning paper on the 
way to work, in the street- 
car, over a cup of coffee, 
here, there and everywhere. 
And it was not long before 
a great many people formed 
the habit of looking for the 
next one. 

So far so good; the ad 
man’s first purpose had 
been gained. His adver- 
tising was seen. It elbowed 
its way to attention. But 
the next problem was how 
to get it read—read from 
first word to last, so that 
what he really had to say 
might have a chance of 
sinking in and of urging 
to action. 

This second objective 
was attained by making 
the copy just as witty as 
the comic illustrations, so 
that many a business man 

(Continued on page 37) 
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How lo Sell Today 


Technical Knowledge Not as Important as Style Knowledge, Says This Expert 


president of a large department store, relative to re- 
tail salesmen’s training, the following opinion will 
be read with interest: 

“Looking over the training method used and the in- 
formation supplied to sales clerks in retail stores during 
the last fifteen years, I am of the opinion that too much 
technical information has been given which the sales per- 
son uses very badly. When you give a lot of technical 
information, the sales 
person is just as likely 


[> reply to our recent letter to the executive vice- 


style to represent the height of smartness. I have, there- 
fore, come to the conclusion that when sales clerks say 
wrong things and put the emphasis on the wrong sales 
argument, that it is our fault for not having put the 
right words into their mouths. 


66 E are, therefore, trying to develop what we call 

‘a technique of selling’ which includes a super- 
ficial knowledge of material and workmanship, a very 
complete knowledge of 
the purpose for which 








to put the emphasis on 
the wrong thing as on 
the right thing. 
“Watches formerly 
were clumsy and the 
principal sales argu- 
ment was that they 
kept correct time. The 


“Watches formerly were clumsy and the principal sales 
argument was that they kept correct time. 
fashioned watch salesman who still emphasizes that, instead 
of talking about smartness and style and realizing that — sible. Add to this in- 
incidentally that watch must keep reasonably correct time, 
is simply not selling according to present day methods.” 


the article is to be 
used, and as much in- 
formation about the 
prevailing style as pos- 


The old- 


telligent instruction 
about how to show the 
merchandise according 








old-fashioned watch 
salesman who still em- 
phasizes that, instead of talking about smartness and 
style and realizing that incidentally that watch must 
keep reasonably correct time, is simply not selling ac- 
cording to present day methods. 

“We formerly took the salespeople from the handbag 
department through leather goods factories and taught 
them the different kinds of leather. Today, knowledge 
of what kind of leather the bag is made of it not so im- 
portant as to know just exactly the right color, shape and 


to what kind of an ar- 
ticle it is; that is, 
whether much should be shown or whether a few pieces 
should be shown, and I think we come nearer to bringing 
about intelligent selling than by any other method. 

“Most of the information supplied to salespeople in 
the past has been prepared from the viewpoint of the 
manufacturer. Today it must be prepared from the view- 
point of the ultimate consumer. We must talk the cus- 
tomer’s language and not simply the manufacturer’s 
language.” 





Use Jewelry as “Leaders” Say Credit Jewelers 


HETHER a time-payment jewelry house is justi- 

fied or finds it profitable to use non-jewelry 
“leaders” to attract new accounts was the subject of 
considerable discussion in some of these stores in Phila- 
delphia recently. 

One large chain concern here is against outside “lead- 
ers” for attracting new accounts. The owner’s idea is 
that people look in a jewelry store window to see articles 
of jewelry or closely associated with jewelry, and if they 
see the window filled with electric flatirons or other 
merchandise of a non-jewelry nature, they are not at- 
tracted. 

“There are plenty of good ‘leaders’ in the jewelry line 
to draw new accounts,” is the way this jeweler looks at 
the subject. “It all depends on the brains of yourself or 
your store manager. In our branches we feature only 
jewelry as ‘leaders.’ A certain make of watch, effectively 


displayed, with a reduction, no matter how slight, is a 
good method. Besides, I consider myself a jeweler and not 
a bird shop man, a florist, a hardware merchant or a 
haberdasher. 

“Oh, yes, I know the haberdasher, the shoe merchant, 
etc., are all in the jewelry selling business now, more or 
less, and at times I’ll admit I’ve been tempted to give 
them a little of their own medicine and stock up with 
some of their goods as a side line; but thinking it over, 
I’ve decided against it. After all, people come to a jewel- 
ry store to buy jewelry, and if they see outside lines dis- 
played, perhaps to the submergence of jewelry, they are 
not so apt to warm up to jewelry.” 

In general, the belief in the trade is there are enough 
“leaders” in jewelry, if properly handled, to draw new 


accounts. 
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| MERCPANDISING CALENDAR 
MARCH 


Birthstone—Bloodstone or Aquamarine Flower—Violet 





March Anniversaries 

2. Anniversary of Texan Independ- 
ence, 1836. (Texas). 

4, Shrove Tuesday (Mardi Gras, New 
Orleans). 

5. Ash Wednesday 
Lent). 

15. Andrew Jackson’s Birthday. 

17. St. Patrick’s Day. 

Popular symbols: Shamrock, harp, 
pigs, potatoes, shillelahs, stove-pipe hats, 
mortar hods, green snakes, Paddies and 
Colleens, Blarney stone, etc. 

Ecclesiastical symbols: Cross, Crucifix, 
Rosary, Altar and other church orna- 
ments. 

Symbolic color: Emerald green. 

20. First Day of Spring. 

Symbols: Spring flowers, birds, butter- 
flies, sundials, statuettes symbolic of 
music, love, the muses, Pan, etc. 

22. Emancipation Day. (Porto Rico). 

30. Seward Day (Alaska). 

Slogan: More style—more sales. 


(First day of 




































































Name of Store 


Fig. 1 


“Who wears a bloodstone, be life short or long, 
Will meet all dangers, brave and wise and strong.” 


Exploit Style in March 


There is probably nothing greater 
than the style appeal to move the public 
retail storeward. Style is becoming the 
greatest thing in retail selling. Style 
is entering into even the most prosaic 
things the people wear and use in their 
homes. Jewelers should feature “Style” 
in March. 

The feminine mind worships at the 
shrine of style—and the male mind is 
not altogether lukewarm to the style 
appeal. During March there is a gen- 
eral pilgrimage to the marts of style, 
where the public fervor in favor of 
something new is satiated. 

Each year sees the jeweler taking ad- 
vantage of this style movement with 
more aggressiveness. His stocks are 
replenished with the newest fads and 
fancies of the designer’s art in an- 
ticipation of the seasonal demand that 
comes in consequence of the style appeal 
advertising of the retail trade, in city 
and hamlet alike. 

In adopting the style idea, as far as it 
can be applied to the merchandise he 
sells, the jeweler is taking his place 
among these who make style a seasona! 
appeal to attract the many to their 
places of business. The more he boosts 
style as an element to be desired in 
jewelry the greater the advantages 
gained by the trade. Style and Quality 
are the jeweler’s greatest assets in mer- 
chandising his wares. 


St. Patrick’s Day 


Many jewelers feature novelties for 
St. Patrick’s Day festivities, including 
table decorations, party favors, postcards 
and booklets, prizes, etc. These appeal 
to the popular mind, and bring the 
jeweler much additional business. 

St. Patrick’s Day is essentially an 
ecclesiastical festival, and the sale of 
religious goods can be increased through 
the tie-up with this anniversary. With 
Lent and St. Patrick’s Day as themes 
the jeweler can easily interest people in 
crosses, rosaries, crucifixes, and similar 
lines more easily than if there is no 
special theme as the basis of the offer- 
ings. These themes make the purchase 
of these lines appear more timely. 

In both advertising and displays the 
jeweler should keep the religious and the 
popular conception of St. Patrick’s Day 
entirely separate. 


Appropriate Selling Events 


Birthstone Campaign. 
Costume Jewelry for Spring. 
Religious Goods. 

Spring Exposition. 
Pre-Easter Silver Selling. 
Spring Weddings. 

Easter Weddings. 

Jewelry for men. 

Watch Sales. 

Diamonds, of course. 


Advertising Themes 


Spring Styles, Costume Jewelry, 
Spring Weddings, St. Patrick’s Day, 
Home Decoration, Art Pieces for the 
Home, Art Moderne, Dress-Up with new 
Jewelry. 

Window Displays 

Spring, Spring Styles in Jewelry, St. 
Patrick’s Day, Pre-Easter Exposition of 
Silverware, Watches for Spring, Deco- 
rative Pieces for the Home, Dress-Up 
Accessories, Diamonds. 

Windows should symbolize the spring. 

(Continued on page 88) 





ap. 
For Spring Flowers 


Correct Vases 


uxunant with spnngtime flowers every available 
the home is pressed into service to carry the glad 

ival of spring into every room in the home, 
hat can carry so much sunshine and cheer and 
the home? Aind pretty flowers necessitate 
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Firm-name 


Fig. 2 
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A Chuckle in This Advertising 


(Continued from page 30) 


turned to the Ryrie advertisement for the chuckle that 
was in it before he passed on to the news on the same 
page. Today’s ad was remembered until tomorrow, and 
the series soon got word-of-mouth advertising in all 
sorts of unexpected directions. 


LANCE at illustration and text in the advertisement 
entitled “In Defense of Watches.” The copy reads: 
“No watch is improved by being dropped on the floor. No 
watch is the better for going in swimming with its pos- 
sessor. Nor can a watch be said to benefit by being 
dropped to the pavement from a vest pocket when its 
owner leans out to watch a procession go by twelve 
stories below. But with reasonable care and attention 
your watch, if purchased at Ryrie-Birks, will serve you 
faithfully through life. Asking only to be preserved 
from major catastrophies, it will continue to render 
punctilious service through all the changes of time and 
fate. A Ryrie-Birks watch is the best servant in the 
world.” 
Look again at the lady thinking around in circles, and 


then catch the smile in the paragraph or two that fol- 
lowed: 

“The nervous lady in the picture is trying to figure 
out whether the train leaves at eight o’clock or six. The 
matter is complicated further by the fact that her’ watch 
loses seven and a half minutes a day and she can’t re- 
member whether she set it on Sunday or Saturday, and 
never could do fractions anyway. 

“The confusion between daylight saving time and train 
time is bad enough. But when you have an irresponsible 
watch as a further handicap, the situation becomes hope- 
less indeed.” 


ELLING jewelry and watches and sterling silver- 

ware need not be made a matter of perpetual de- 
corum and impressive dignity that so many of us are 
inclined to make it. If your displays fail to win atten- 
tion, try putting a smile into the window. And when 
advertising is overlooked—put a chuckle into the adver- 
tising. 





Rule for Building Up Interest in Lines and ltems 


(Continued from page 27) 


Anyone can think of images and link goods or items 
to them. And it pays handsomely in the long run. So 
much for that. 


ACO a practical suggestion on how to apply repeti- 
tion to goods and ideas on the basis of the one 
tangible thing in newspaper advertising—numerical cir- 
culation. 

If your newspaper has 30,000 daily circulation it is- 
sues 180,000 copies in six days. Counting one reader to 
each copy this amounts to 180,000 selling impressions a 
week for a single item such as watches. But for prac- 
tical purposes it takes ten copies to put the buying im- 
pulse into a reader’s mind, so take a tenth of that weekly 
circulation (18,000) and view it as the standard basis 
for figuring how often to repeat an item in the adver- 
tising over a given selling period like three months. 
Three months are 12 weeks. Suppose two ads a week 





is your regular schedule. By dividing 18,000 circula- 
tion by two you get 9,000 circulation per insertion. Then 
to find out the best number of repetitions for a given 
item divide 9000 by 1000. The answer is nine, the least 
number of times watches, let us say, should appear in 
space in 12 weeks. (See table for example based on dif- 
ferent items.) 

The question may come up: “Why not use the complete 
12 weeks cirulation as a basis?” This is why: Practi- 
cally the same people read the 30,000 circulation each 
week. The news is different each day and week but the 
people are the same; the same people and the same num- 
ber. 

Purchases of goods through newspaper advertising 
come from but one source—people. And people read ads 
every day. The point is to be sure your items get the 
full benefit of whatever buying impulse is carried in each 
ten copies of the circulation. 











Read THE JEWELERS’ CIRCULAR every week for up-to-the-minute news, selling ideas, 
jewelry fashion articles and technical information. Changes occur quickly nowadays. 


Make your weekly business paper your trade counselor. 
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Kelly Price Maintenance Bill 
Strengthened by House Committee 
Amendment 


WASHINGTON, D. C., Feb. 15.—As the 
Kelly resale price maintenance bill was 
amended by the House Committee on 
Interstate Commerce before being re- 
ported to the House, it is not weakened, 
but rather strengthened, according to 
those in close touch with the bill. Owing 
to the fact that suggestion has been 
made that the bill was weakened both 
Senator Capper and _ Representative 
Kelly have issued statements. 

“The bill as amended by the House,” 
said Senator Capper, “does not differ in 
principle nor in effect from the original 
measure. The amended bill permits the 





manufacturer to contract with the whole- 
salers; this contract may provide that a 
similar contract shall be made by the 
wholesaler with retailers as to the resale 
price of consumers.” 

Representative Kelly said that “the 
bill, as amended, permits the manufac- 
turer to contract with the wholesalers as 
to resale price. It also permits the 
wholesaler to contract with the retailer 
as to resale price to consumers. The 
manufacturer will have power to protect 
his final resale price which is the prin- 
ciple in the bill.” 


2 * * 


Office Supplies Dealer Agrees to Stop 
Distributing Watches and 
Clocks as Premiums 


WASHINGTON, D. C., Feb. 15.—A whole- 
sale dealer in office supplies who adver- 
tised to his customers that they could, 
by ordering supplies from him at the 
regular price, obtain premiums of “beau- 
tiful wrist watches, or “handsome desk 
clocks,” has signed a stipulation with the 
Federal Trade Commission to discontinue 
the practice. His name, as is customary 
with the Commission, has been withheld 
from publication. 

However, these articles said to be free 
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“without a penny of cost to you,” and 
their bestowal described as “merely our 
method of advertising and introducing 
our merchandise” were not given free or 
‘bestowed without compensation but their 
cost was included in the price paid by 
the purchasers of supplies. The Com- 
mission charged that the company was 
misrepresenting facts to the public. 


* * * 


Movement to Stabilize Business 
is Proving Effective 


WASHINGTON, D. C., Feb. 14—Reports 


from members of the general committee 
of the National Business Suguey Con- 
ference representing 170 trade associa- 
tions, as well as from individual manu- 
facturers, now being received at head- 
quarters, indicates that the effort to ad- 
vance certain activities with a view to 
general business stabilization is well sus- 
tained and in some instances strikingly 
effective. At the same time they reflect 
a high degree of business solidarity. 

Information from these and other 
sources reveals that construction pro- 
grams are being accelerated, that advan- 
tage is being taken of the present sea- 
sonal lull in a number of industries to 
make improvements and repairs and that 
plans for future activities are going for- 
ward without interruption. Responses 
from individual manufacturers reflect a 
high degree of confidence in preparing 
for normal business activity. 


* * * 


Commissioner of Customs Allows 
Drawback to Jewelry Concern 
WASHINGTON, D. C., Feb. 14—The 


Commissioner of Customs, F. X. A. Eble, 
has sent a communication to the Collector 
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of Customs at New York stating that 
drawback allowance has been granted on 
articles of jewelry manufactured by 
Cohen & Rosenberger, Inc., at their fac- 
tory at Providence, R. I., with the use of 


imported semi precious stones, imitation 
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By L. M. Lamm, Washington, D. C., Correspondent 


semi precious stones or imitation precious 
stones. Imported spring rings will also 
be used. 

The notice states that “the records 
shall show, as to each lot of articles of 
jewelry manufactured for exportation 
with benefit of drawback, the lot number 
and inclusive dates of manufacture, the 
quantity of each style and kind of article 
produced, and the quantity and identity 
of the imported stones or spring rings 
appearing therein.” 

It is also stated that “the drawback 
allowance shall not exceed the duty paid, 
less one per centum thereof, on the quan 


tity of imported stones and spring rings~ 


appearing in the exported articles of 


jewelry, as shown by the sworn abstract: 


of the manufacturing records.” 
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Senate Acts on Tariff Duty on Watch 
Crystals 


WASHINGTON, D. C., Feb. 15.—Watch 
crystals are still dutiable at 60 per cent 
as schedule 2 was again passed last week 
by the Senate in going through the tariff 
bill for individual amendments. The 
paragraph as it now stands reads as 
follows: 

“Par. 236. Watch crystals or watch 
glasses, finished or unfinished, 60 per 
centum ad valorem.” ! 

While it is true:.that, the tariff bill 
again comes up for final-consideration in 
the Senate when it ig-,reported “from 
the Committee of the hole,” it is not 
at all probable that thisgparagraph will 
be touched. Inasmuch,as this is the way 
in which the crystal {&ragraph passed 
the House it is practically a foregone 
conclusion now that it will remain that 
way. 

What with spending three days last 
week on the confirmation of Charles E. 
Hughes, as Chief Justice of the United 
States, the Senate has not made much 
progress on the tariff bill since the last 
issue of this paper. 

On Saturday consideration of schedule 
3, that affecting iron and steel, and the 
schedule in which watches and clocks 
are provided for, was taken up, but 
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owing to the fact that it was impossible 
to keep a quorum in the Senate it ad- 
journed early. 

No one knows at the time of this writ- 
ing just how long the schedule will take 
for consideration but it is quite probable 
that by the time this issue reaches its 
readers the Senate will have com- 
pleted schedule 3. At this time there 
are no pending amendments to either 
the watch or clock schedule. It will be 
recalled that as it passed the Senate be- 
fore these two paragraphs were changed 
so that they stand just as they do in 
the present tariff law of 1922, and this in 











spite of the efforts made by the Finance 
Committee to help out the domestic in- 
dustry. While no amendments have been 
printed it is always possible for a Sena- 
tor to suggest an amendment from the 
floor when the paragraph is under con- 
sideration. 
* * * 


F. T. C. Opposes Practice of Display- 
ing Paid Testimonials 


WASHINGTON, D. C., Feb. 14.—The 
Federal Trade Commission has recently 
registered objection to the practice of dis- 
playing paid testimonials in connection 
with advertisements, without publish- 
ing, along with such advertisements, in 
an equally conspicuous manner, the fact 
that the testimonials have been paid for. 

The corporation against which the 
Commission was complaining, has signed 
an agreement with the Commission to 
cease and desist from the use of any and 
all testimonials and indorsements unless 
they represent and are the genuine, au- 
thorized, and unbiased opinions, of their 
author or authors. 


* * * 


To Study Retail Sales and Credit 
Trends 


WASHINGTON, D. C., Feb. 14.—Jewel- 
ers in 23 cities along with six other 
types of retailers will be asked to co- 
operate with the Department of Com- 
merce in the gathering of semi-annual 
data on credit trends. William L. 
Cooper, director of the Bureau of For- 
eign and Domestic Commerce, has just 
announced that he has found it possible 
to have his Bureau comply with the re- 
quest of the National Retail Credit As- 
sociation to collect nation-wide reports 
on retail sales and credit trends semi- 
annually. 

The cities which will be included in 
this collection, at. least to begin with are: 
Atlanta, Baltimore, Boston, Chicago, 
Cleveland, Dallas, Denver, Detroit, In- 
dianapolis, Kansas City, Los Angeles, 
Louisville, Minneapolis, New Orleans, 
New York, Philadelphia, Pittsburgh, 
Portland, Ore., Richmond, Va., St. Louis, 
San Francisco, Seattle and Washington, 

Cc 


The gathering of the data which was 
started in 1928 with the cooperation of 
credit men throughout the country has 
brought together a large fund of speci- 
fic information on existing credit prac- 
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tices and their results. Analysis has 
been made of the net sales of approxi- 
mately 20,000 establishments with total 
sales in the neighborhood of $5,000,000,- 
000. The kinds and extent of retail 
credit, credit losses, use of credit bu- 
reaus, use of finance companies, extent 
of returned merchandise, extent of in- 
stallment credit and collection percent- 
ages have been ascertained. The origi- 
nal survey was expanded at the request 
of credit and business specialists to 
include also studies of causes of retail 
failures and of bankruptcy in Louisville, 
Philadelphia, Newark and Kansas City. 


In accordance with the decision to 
gather this type of information semi- 








annually, beginning July 1, next, ques- 
tionnaires are being prepared and will 
be ready soon for starting the pre- 
liminary work of the project. 


* * * 


Government Reports Improvement in 
Employment Situation 


WASHINGTON, D. C., Feb. 14.—The 
United States Employment Service of 
the Department of Labor states that “all 
reports indicate that an upward swing 
to employment is in motion. A great 
volume of unemployment was apparent 
during the first half of January, and 
while there is still considerable unem- 
ployment the latter part of the month 
showed a vast improvement, which will 
continue with greater momentum until 
it is believed that within the next 60 to 
90 days the country will be on a normal 
employment basis. 

“While unemployment appears to have 
been quite general throughout the coun- 
try, some sections have been hit harder 
than others, noticeably New York State. 
This, no doubt, can be accounted for by 
its nearness to the reeent disturbances 
in the State, which temporarily dislo- 
cated much employment.” 
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Another Counterfeit Note in 
Circulation 


WASHINGTON, D. C., Feb. 15—Chief 
Moran of the Secret Service has sent out 
warning of another counterfeit $20 Fed- 
eral Reserve note. 

“This is a well executed counterfeit,” 
he says, “printed from photomechanical 
plates on one sheet of crisp bond paper 
of good quality.” Its principal features 
are described as follows, “On the Federal 
Reserve Bank of New York, N. Y., 1928 
series; check letter ‘K’; face plate No. 7; 
back plate No. 45; H. T. Tate, Treasurer 
of the United States; A. W. Mellon, Sec- 
retary of the Treasury; portrait of Jack- 


son.” 
= ok « 


Merchants Fail to Make Systematic 


Analysis of Problems, Says 
Dr. Klein 


WASHINGTON, D. C., Feb, 14—An aver- 
age of 1,000,000 merchants in the United 
States, including retailers, jobbers and 
wholesalers, do not make adequate, sys- 
tematic analysis of their business prob- 
lems, according to an estimate recently 
quoted by Assistant Secretary of Com- 
merce, Dr. Julius Klein. 

He stated that the words “Keep Better 
Records,” should be placarded conspicu- 
ously in the head offices of every mer- 
chandising establishment in the country. 
Careful stock records and inventory con- 
trols, and the cost of territories, cus- 
tomers, and commodities, were indicated 
as of vital importance to the success of 


business. 
* * * 


CONSULAR NOTES 


The Bureau of Foreign and Domestic 
Commerce reports that a Turin, Italy, 
concern is seeking the agency for low- 
priced alarm clocks and watches. Addi- 
tional details can be obtained by writing 
the Bureau, Washington, D. C., mention- 
ing File No. 43703. 


7. *k 


An Auckland, New Zealand, firm is 
seeking the agency for mantel and alarm 
clocks, the Bureau of Foreign and Do- 
mestic Commerce announces. ‘Those in- 
terested can secure further details by 
writing the Bureau at Washington, D. C., 
referring to File No. 43715. 

+ * 


The agency for imitation jewelry, 
watches, and novelties, is sought by a 
Tientsin, China, establishment, the Bu- 
reau of Foreign and Domestic Com- 
merce, Washington, D. C., reports. 
Further information is contained in File 
No. 43733 which can be obtained on ap- 
plication to the Bureau. 





* * Oo 
The Bureau of Foreign and Domestic 
Commerce, Washington, D. C., an- 


nounces that a Bogota, Colombia, firm 
is seeking the agency for cheap jewelry. 
Application to the Bureau, mentioning 
File No. 43701, will bring additional 
details to interested parties. 
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Diamond Trade Returning to Normal 








First Month of New Year Shows Marked Improvement—Prices Continue Very Firm—Jewel 


Thief Captured After Attempted Robbery—Sale of Old English Silver 


LONDON, Feb. 6.—While it would not 
be exactly true to say business in the 
diamond trade is back to normal again, 
it is well on its way to that stage, the 
first month of 1930 having shown a 
marked improvement on the amount of 
business transacted the latter part of 
1929. Diamond men regard this as dis- 
tinctly encouraging. The long view is 
taken by Backes & Strauss, the Holborn 
Viaduct gem house. “It is very satisfac- 
tory,” said a partner of the firm to THE 
JEWELERS’ CIRCULAR this week, “to be 
able to record a decided livening up of 
business within the last week or so, and 
though perhaps it is a little premature 
to say that business has fully re- 
covered from the depressing influences 
apparent during the latter part of the 
last year, one can definitely state that 
an improvement is noticeable, and there 
is no reason to doubt that it will con- 
tinue. The report of a probable reduc- 
tion of the duty on diamonds into the 
United States is a very satisfactory item 
of news, and as this measure has already 
been passed by the Senate, it is confi- 
dently expected that the new tariff will 
become operative in March. The mar- 
kets at Amsterdam and Antwerp are 
certainly more cheerful than for some 
time past, and, owing to the restriction 
in cutting, are far from overburdened 
with stock. The presence of many 
buyers, chiefly from the European cen- 
ters, has imparted more activity, and 
prices remain very firm and well sus- 
tained.” 

* * * 

A new type of gemmed brooch which is 
likely to commend itself to young men on 
the look-out for a suitable gift to their 
fiancée has just been marketed here. 
It takes the fourm of a key, the main stem 
being of platinum and the ends being set 
with diamonds. This is the “key to my 
heart” type of ornament in modern 


By Jack Brooks 


treatment that should prove a winner 
for, apart from the sentiment attaching 
to the form taken by the brooch, it is a 
very presentable piece of work from the 
artistic viewpoint. 


* * * 


Jewel thieves concentrated on the shop 
of James Ogden & Sons of Duke St. the 
other afternoon but were foiled by a 
messenger boy who gave chase and cap- 
tured one of the offenders who threw a 
$7,500 rope of pearls into the gutter. 
The Ogden jewel displays are worth 
many thousand dollars. The window 
was smashed by a brick. A few of the 
102 pearls on the string are missing. 
Another would-be thief who smashed the 
window of a Wimbledon jewelry store 
tried to grab a tray of diamond rings. 
The jeweler, however, had taken the pre- 
caution of chaining the tray to a win- 
dow fixture. Women shoppers added to 
the discomfiture of the man by throwing 
their shopping baskets in his face. 

* * * 


When the Honorable Company of Mas- 
ter Mariners holds its annual dinner 
April 10 it is hoped to have the special 
jeweled badge and chain of office on 
which Omar Ramsden has been working 
for nearly a year ready for use. This 
masterpiece of modern insignia was de- 
scribed and illustrated in THE JEWELERS’ 
CIRCULAR last year. It will be worn by 
the Masters of the Company, the present 








one being the Prince of Wales. The 
badge and chain, which is the gift of 
Viscount Rothermere, is being chiseled 
with minute tools that Mr. Ramsden has 
made himself. The sea nymphs and 
other figures symbolical of the seven 
seas are carved out of solid nuggets of 
22 karat gold. The central design is 
encircled by a motif representing the 
seven seas, each of which has a light- 
house formed by a large diamond. The 
waves of the sea are modeled in emer- 
alds and diamonds. There are 19 links 
in the chain, each of which is formed of 
finely chiseled mermaids and mermen 
disporting themselves amid seaweed and 
foam. Mr. Ramsden says he has been 
working along the lines practised by the 
great Benvenuto Cellini of the 16th cen- 
tury. Lord Rothermere, he says, re- 
quested him to create the sort of chain 
that Cellini himself would have made. 
The work, the designer says, has taken 
a long time, and has required an in- 
ordinate amount of patience. But he 
admits that the chain and badge is of 
such beauty that the labor on it has been 
one of love. The insignia now only re- 
quires the finishing touches, and Mr. 
Ramsden says it will be ready for use 
at the annual dinner of the Company in 
April. 


* x * 


At Christie’s sale of old English silver 
this week the good prices paid for period 
pieces of severe plainness were main- 
tained. A Charles II tankard dated 1661 
sold for $56.25 per ounce—a total of 
$2,019.35 for the piece. A William III 
small porringer, dated 1699, realized 
$55 an ounce—a total of $173.25, and 11 
rat-tailed dessert spoons, dated 1718, 
sold for $50 an ounce—$682.50. A pair 
of Queen Anne table candlesticks, dated 
1705, realized $36.25 per ounce—a total 
of $250. 
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Canadian Jewelers Hold Rousing Convention 





Three Day Meeting at Toronto Attracts Nearly 600 Delegates from the Dominion and United 





B, M. CHAPMAN, RETIRING PRESIDENT 


ToRONTO, ONT., Feb. 14.—The 11th 
annual convention of the Canadian 
Jewelers’ Association, held at the Royal 
York Hotel, this city, last Tuesday, 
Wednesday and Thursday, was the most 
successful and important gathering of 
that body since its organization. Up- 
ward of 600 delegates from all parts of 
Canada and many visitors from the 
United States were in attendance. 


THE FASHION SHOW ON TUESDAY 


The feature of special interest during 
the first day was the magnificent and 
varied exhibition of jewelry valued at 
over $2,000,000, which was displayed on 
the first floor of the hotel, overflowing 
to floors above. A brilliant collection of 
gems was shown to advantage in a 
fashion parade by mannequins. 

The stage of the concert hall where 
the parade was held, provided a suitable 
setting for the display, with a large 
silver horseshoe as a center piece. 

The parade was preceded by an organ 
recital by Harvey Robb. The singing 
of the “Jewel Song” from Faust was 
followed by an Egyptian ballet, pre- 
sented by six girls in flaming red georg- 
ette costumes with brilliant head dresses 
and pearls. The costumes of the models 
were so divided as to show jewels that 
were suitable for morning, afternoon and 
evening wear. The parade was regarded 
as a social event and attracted many of 
the elite. 

A luncheon was served at which 
Mayor Wemp welcomed the delegates on 
behalf of the city of Toronto. 

Brief speeches were made in reply by 
A. G. Gaul of Hamilton, president of 
the Ontario Jewelers’ Association; A. C. 


States—Fashion Show a Feature 


Skinner, Sherbrooke, 
McKinney, Winnipeg. 


Que., and F. J. 


GROUP MEETINGS 


During the afternoon, meetings of the 
different sections were held from which 
the press was excluded. It was after- 
ward announced that the retailers’ sec- 
tion had passed resolutions asking the 
Ottawa authorities to give the widest 
publicity to members of the trade who 
were found guilty of smuggling manu- 
factured jewelry across the border; op- 
posing the practice of giving long time 
guarantees on watches and clocks; ask- 
ing for stricter regulations governinz 
the use of the word “gold” on gold 
plated jewelry and opposing the use of 
the words “German silver,” or “nickel 
silver” as tending to deceive the public. 

A dinner was given in the evening at 
which the principal speaker was A. J. 
Roden of Toronto, chairman of the con- 
vention committee. 


WEDNESDAY 


At the opening session of the second day 
president B. M. Chapman, of Toronto, 
delivered his annual address. David 
Iola, of Detroit, delivered an instructive 
address on merchandising, and Arthur 
A. Everts, Dallas, Tex., spoke on the 
economic and sentimental aspects of the 
jewelry business. The delegates and 
their friends were entertained in the 
evening at an elaborate dinner-dance. 
A feature of this affair was the enter- 
tainment program. 


THURSDAY 


At the luncheon on the closing day of 
the convention Miss Virginia Hamill, 
art consultant of New York spoke on 
“Silver,” emphasizing style as the first 
essential to be considered by manufac- 
turers. E. H. Gunther presided at the 
luncheon. After the reading of the 
names of members who had died since 
the last meeting the audience stood in 
silence, while an impressive military 
tableau, with the “Last Post” and the 
reveille were given by men of the B. Co. 
R. C. R. P. of Stanley Barracks. 

The principal subject considered dur- 
ing the final session in the afternoon 
was the smuggling of jewelry into 
Canada from across the border. It was 
decided that representations would be 
made to the Dominion Government re- 
questing that in all cases where persons 
were found guilty of this offence full in- 
formation be given to the press. It was 
further agreed that if such representa- 
tions were ineffectual the matter would 
be brought to the attention of the Mem- 
bers of Parliament with the request that 
they bring the question before the House 
of Commons. It is contrary to the policy 
of the Department of Customs at Ottawa 
to give publicity to the cases involving 








persons convicted of smuggling, but the 
association agreed unanimously that a 
full measure of publicity constitutes the 
greatest deterrent of the smuggling evil. 

S. H. Lees, of Hamilton, reported that 
jewelers in Winnipeg had been having 
trouble with illicit auction sales and 
suggested that the Canadian association 
assist the Manitoba association with 
funds to carry on its campaign against 
this evil. It was also decided to re- 
quest the Dominion Government to 
amend the Precious Metal Act, so as to 
authorize the use of an importer’s trade 
mark, instead of his name on imported 
goods. ‘This was incorporated in a set 
of resolutions adopted as was the de- 
cision made in connection with the 
smuggling situations. Other resolutions 
were also adopted including several voic- 
ing the association’s opposition to the 
business policies of certain concerns and 
groups in the trade. Several individuals 
were also commended for their ac- 
complishments and those from the United 
States were thanked for their presence. 

The election of officers resulted as fol- 
lows: President, Joseph S. Bliss, Ni- 
agara Falls; Honorary President, A. S. 
Levy, Hamilton; First Vice-President, 
E. H. Gunther, Brantford; Second Vice- 
President, C. E. Johnson, Halifax, and 
Honorary Treasurer, John McKnight, 
Toronto. 

The retailers’ executive committee con- 
sists of J. E. Letellier, M. P., Lake 
Megantic; T. M. Palmer, North Bay; W. 
H. McCreery, Windsor; H. G. Odell; 
Toronto; R. L. McGill, Galt; G. G. Nettle- 
ton, Ottawa; R. V. Parkes, Lethbridge; 
George Young, London; G. F. Thompson, 
Minnedosa; R. M. Tod, Vancouver; 
Walter Eiler, Regina; George A. Hault, 
Sidney; David C. Taylor, Owen Sound, 
and A. A. Shute, Fredericton. 

The wholesalers executive committee 
is composed of George W. Barrington, 
Montreal; Julien Schwob, . Montreal; 
Bernard Allen, J. A. Hethrington, A. M. 
Harvey, D. Smellie and C. H. Haddy, 
Toronto. 

The manufacturers’ executive com- 
mittee includes B. E. Ekblad, Alfred J. 
Roden, Ralph Raphael, C. F. Brookes 
and Ira Levi, Toronto; George F. Pash- 
ley, Walkerville, and S. H. Lees, Hamil- 
ton. 

The convention was brought to a 
close with a banquet, and an evening de- 
voted to entertainment, one of the most 
interesting features of which was the 
identification of the “Mystery Girl,” as 
Miss Marian Marsh, adviser to the 
makers of Community Plate. At the 
banquet the presentation of a silver tray 
was made to B. M. Chapman, the retir- 
ing ‘president, and the services of A. J. 
Roden as chairman of the convention 

(Continued on page 47) 
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Addresses Meetings of California Jewelers 


Editor of THE JEWELERS’ CirCULAR Speaks Before Pacific Coast Associations While on a W inter 


Los ANGELES, Feb. 13.—One of the 
most enthusiastic meetings ever held by 
retail jewelers in this section of the 
country took place last evening at Cole’s 
cafe banquet room, on Pacific boulevard, 
Huntington Park. The meeting was the 
regular monthly conference and discus- 
sion of the Southeastern Jewelers’ As- 
sociation, which comprises in its mem- 
bership jewelers of the trade doing busi- 
ness in Huntington Park, Maywood, 
Compton, Walnut Park, Southgate and 
Bell. When the members and guests 
were seated there were nearly 100 at 
the tables. It was announced later by 
the president, C. L. Runyon, Huntington 
Park, that the attendance represented 
100 per cent of the membership. 

President C. L. Runyon, after calling 
the meeting to order, following the 
dinner, introduced “Bob” Shannahan, of 
the local Chamber of Commerce, who told 
his hearers that while the population of 
Huntington Park 10 years ago was set 
at 4500, the state now rates the popula- 
tion at 45,000. Mr. Shannahan declared 
he could show anyone that Huntington 
Park has 60,000 persons. 

The business of the meeting was con- 
cluded in a few minutes, after which 
Mr. Runyon introduced Mr. Allen, who 
has charge of the new movement for 
organizing jewelers, retail, manufac- 
turers and jobbers into one body. The 
speaker urged those who were not mem- 
bers to join at once. 

The main speaker of the evening was 
T. Edgar Willson, editor of THE JEWEL- 
ERS’ CIRCULAR and vice-president of the 
Jewelers’ Publishing Corp., who pre- 
sented several problems which affect 
jewelers, especially retailers, and gave 
his opinion as to how these problems 
could be solved. Mr. Willson’s talk was 
exceedingly interesting and filled with 
logical arguments for the betterment of 
the jewelry trade. He was asked several 
questions which he answered readily. 

President Runyon called on several 
other guests for remarks all of which 
were graciously received. Mr. Runyon 
then took the platform and with a black- 
board gave a “chalk-talk” on a method 
of keeping accounts which he said simpli- 
fied business conduct and would show the 
jeweler just how he stood each month. 
The system which he expounded Mr. 
Runyon has adopted in the operation of 
his own business. 

Slips of paper were placed at each 
plate for reservations to the meeting at 
the Hotel Alexandria, Friday evening, 
Feb. 14, when the question of a Jewel- 
ers’ Trade Show next May, will be con- 
sidered. Nearly every jeweler present 
signed for a seat at the table. 

During the interim before the guests 


Vacation Trip to That State 


sat down to the banquet a delegation of 
jewelers from Orange county appeared 
and joined the Southeastern association 
members at the tables. 





T. EDGAR WILLSON, EDITOR OF THE 
JEWELERS’ CIRCULAR 


Editor Willson Members 
of Southern California Jewelers’ 
Association 


Addresses 


Los ANGELES, CAL., Feb. 15.—Jewelers 
from towns within a radius of 50 miles 
of this city were in attendance last night 
at a meeting and dinner held by the 
Southern California Jewelers’ Associa- 
tion at which T. Edgar Willson, editor 
of THE JEWELERS’ CIRCULAR, was the 
principal speaker. For an hour Mr, 
Willson held the attention of his audi- 
ence, telling them many things of inter- 
est and vital importance. 

Mr. Willson has been in California for 
about two months visiting the jewelry 
trade while on a winter vacation. He 
expects to return to New York within 
a few weeks. A report to the effect that 
he had gone to California to live may 
convey the wrong impression. 

During his address Mr. Willson told 
the jewelers that the outlook for the 
jewelry business in 1930 is good. 

Plans for holding a jewelry trade show 
in conjunction with the convention of 
the California jewelers to be held here 
May 12, 13 and 14, were discussed. 
Tentative plans call for displaying all 


the latest things in jewelry, costume, 
gold and silver, rings, tiaras, necklaces 
and all the general lines, including 
silverware. Live models will be utilized 
to set off the ornaments and it is ex- 
pected the exhibition will attract retail 
jewelers and customers for miles around. 
This jewelry show will be the first of its 
kind ever held on the Pacific Coast. 








Greater Detroit Retailers Dine and 


Install Officers 


DETROIT, MicuH., Feb. 14.—Bernard 
Lasky, second vice-president of the 
Greater Detroit Retail Jewelers’ Associ- 
ation, speaking at the annual banquet 
and installation of officers last Tuesday 
evening, scored catalog houses, so-called 
wholesalers who sell at retail and every 
other house or sales organization which 
is unethical in its merchandising prac- 
tices. He appealed to members to regis- 
ter disapproval of such practices and 
also advocated an intensified campaign 
in the interest of an increased member- 
ship. He also showed the necessity for 
united action in order to correct the 
many evils that are now handicapping 
the average retail jeweler. 

Paul Sinz, the first vice-president, 
spoke ardently along the same line. The 
newly elected president, Howard Mc- 
Cullough, spoke briefly and urged co- 
operation not only in the interest of the 
association itself, but also in its efforts 
to remove the numerous handicaps that 
are so affecting the retail jewelry busi- 
ness. The officers installed are: presi- 
dent, Howard McCullough; first vice- 
president, Paul Sinz; second vice-presi- 
dent, Bernard Lasky; secretary, Adam 
Forster; treasurer, John G. Schultz. 

Members of the organization presented 
a beautiful desk clock and set to Ben 
Stocker, the retiring president. The 
Elgin National Watch Co., through its 
representative, William Godfrey, also 
presented a wrist watch to Mr. Stocker 
and another to William P. Fenske, the 
first president of the organization. The 
remainder of the evening was passed in 
dancing. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 


as reported for the past week: 
Selling Price 


London U.S. Gov’t New York 

Date Official Assay Bars Official 
Feb. 11. 204; 45% 43% 

ie! eee. Holiday Holiday 
” Z.... 26% 46% 43% 
wae | FF 2045 461g 43% 
'G.... <0 45% 4336 
17. 20 45% 433% 
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Chicago “Pluggers” Hold Annual 
Meeting and Elect Officers 


CuHIcaGoO, Feb. 17.—The Pluggers of 
Chicago held their annual meeting at the 
Palmer House on Friday night of last 
week and during the session elected the 
following officers: 

President Alvin Long, of Stein & Ell- 
bogen Co.; Vice-President, Alvin Long, 
A. C. Becken Co.; Secretary-Treasurer, 
Frank Redmon, Eisenstadt Mfg. Co. 





ALVIN LONG, PRESIDENT 


Members of the Board, Louis DeHart, C. 
& KE. Marshall Co.; Charles Janssen, 
Swartchild & Co.; N. P. Gertner, Rettig- 
Stanim-Gruen; Harold Eberly, A. C. 
Becken Co.; Frank Knickels, Benj. Allen 
& Co.; William McKee, M. A. Mead & 
Co.; John Deitrich and Henry Drunim. 

Henry Mortenson, secretary of the 
Illinois Retail Jewelers Association dis- 
cussed with the members plans for the 
state convention to be held in Rockford in 
May. The exact date is to be announced 
soon. 

The Pluggers will cooperate in every 
way with the state association towarc 
a successful convention and a larger 
membership. Travelers calling on the 
retail trade of the state are invited to 
join with “The Pluggers” in this cam- 
paign. 


ma 








Joseph M. Kucera Chosen Honorary 
Vice-President of National Jewel- 
ers’ Board of Trade 


CHICAGO, Feb. 15.—At the regular 
monthly meeting of the board of direc- 
tors of the Chicago District of the Na- 
tional Jewelers’ Board of Trade, Joseph 
M. Kucera, of Norris, Alister-Ball- 
Bridges Co., was elected to the office of 
honorary vice-president. The following 
directors and committees were selected: 

Board of Directors: Joseph M. Kucera, 
chairman, S. C. Lund, of A. C. Becken 
Co.; Arthur Manheimer, Manheimer 
Watch Co.; F. M. Gottlieb, of Frederick 
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M. Gottlieb Co.; John G. Leiner, of 
Benjamin Allen & Co.; Taylor Kall- 
meyer, J. Milhening, Inc.; Earl E. Mar- 
shall, C. & E. Marshall Co.; William F. 
Juergens, Jr., Juergens & Andersen Co. 

Adjustment Committee: Arthur E. 
Manheimer, chairman (who is member 
of the National Adjustment Committee) ; 
J. C. Petersen, International Silver Co.; 
Walter S. Campbell, Elgin National 
Watch Co.; Frank E. Dean, Associated 
Silver Co.; A. L. Ellbogen, Stein & Ell- 
bogen Co.; F. M. Gottlieb, Milton C. 
Hess, National Railway Time Service; 
S. C. Lund (National Adjustment Com- 
mittee), Claud Swanson, J. R. Wood & 
Sons; John Leiner, E. Teichman, R. Wal- 
lace & Sons Mfg. Co.; H. Wilson, Henry 
Paulson Co.; R. C. Wolf, C. & E. Mar- 
shall Co.; R. N. Olson, of Leubusher- 
Schumann Co. 

Arbitration Committee: H. Paul Juer- 
gens, chairman, Juergens & Andersen 
Co.; Frank Milhening and Taylor 
Strawn, of the Elgin National Watch Co. 

Nominating Committee: W. S. Camp- 
bell, of the Elgin National Watch Co.; 
D. J. B. Prins, Son & Prins, and J. C. 
Petersen. 








A. N. R. J. A. Convention 


President Frasier Announces Annual Meet- 
ing Will Be Held in New York 
September 14 to 19 


The twenty-fifth annual convention of 
the American National Retail Jewelers 
Association will be held at the Hotel 
Pennsylvania, New York, the week begin- 
ning Sunday, Sept. 14 according to Presi- 
dent William G. Frasier.. This decision 
has just been reached by the Executive 
Committee after careful consideration of 
the claims of the various cities which con- 
tended for the distinction of entertaining 
the 1930 convention of the A. N. R. J. A. 
Among the outstanding contenders for 
whom votes were cast as either first, 
second or third choice, were Atlantic 
City, St. Louis, Detroit, Buffalo, Chicago, 
Providence, Cincinnati, in addition to 
New York. 

All eyes will now focus on New York 
where the jewelry clans will gather next 
September to hold what promises to be 
the greatest jewelers’ convention ever 
held. The Hotel Pennsylvania is osten- 
sibly a convention hotel and the arrange- 
ment of convention and exhibit spaces 
are unexcelled. 

Henry F. Stecher of Milwaukee will be 
the convention exhibit manager and the 
sale of space will be conducted as usual 
from the National Secretary’s office in 
New York. Secretary Evans will soon 
present for consideration the floor plans 
of the exhibit space and at the same time 
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solicit advertising for the pre-convention 
bulletin, to be issued early in September. 

Because of its location in the jewelry 
center of America, New York is an ideal 
city for a convention of the A. N. R. J. A. 
and it is anticipated that many of the 
members will combine their buying trips 
with attendance at the convention. To 
that end, there will be more exhibits than 
usual. 

New York has five active local associa- 
tions of retail jewelers, including the 
Jewelers Association of New York, 
Bronx, Brooklyn, Metropolitan and East 
New York, and the members of these 
associations will become immediately ac- 
tive in preparing for the convention as- 
sisting as they will the Jewelry Crafts 
Association, the Merchants Association 
and the other representative organiza- 
tions responsible for the invitation to 
meet in New York. 

Addresses of an educational character, 
exhibits, style show, entertainment, etc., 
will combine to make a week long to be 
remembered. 








Canadian Jewelers Meet 
(Continued from page 43) 


committee were also recognized by the 
members who gave Mr. Roden a gift. 
Addresses were made by J. S. Bliss, the 
new president, and E. H. Gunther. 


JEWELERS’ SECURITY ALLIANCE OF 
CANADA 


During the last day of the convention 
the Jewelers’ Security Alliance of 
Canada held a meeting at which the 
president and secretary submitted in- 
teresting reports. This meeting was 
presided over by President W. H. Hop- 
per and the feature of the session was 
an address by G. H. Niemeyer of New 
York, who spoke on the results being 
accomplished by the Jewelers’ Security 
Alliance in the United States. Mr. Nie- 
meyer is first vice-president of the latter 
organization which has its headquarters 
in New York. 

The Jewelers’ Security Alliance of 
Canada elected the following officers: 
President, B. M. Chapman, Toronto; 
Vice-Presidents, O. R. Steadman, Thor- 
old; W. A. Sansburn, Windsor; C. E. 
Johnson, Halifax, and Treasurer, E. C. 
Fairbrother, Toronto. 

Those chosen to serve on the executive 
committee include: A. C. Skinner, Sher- 
brooke; A. L. Wheatley, Regina; E. H. 
Flach, St. Thomas; Julien Schwab, 
Montreal; E. H. Newman, Brantford; 
T. H. Baker, London; S. H. Lees, Hamil- 
ton. 








Lewis Bernard, who traveled through 
the South West for the D. Jacobs Sons 
Co., Cincinnati, Ohio, resigned his posi- 
tion in order to become associated with 
the Dorfman Jewelry Co., Brownsville, 
Tex. Mr. Bernard is now one of the 
owners of the establishment. His posi- 
tion with the Jacobs company is now 
being filled by Morry Solomon, who 
formerly traveled over the South West 
territory for the Richter & Phillips Co. 
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Frolic of Maiden Lane Organization a Big Success 


” 


“Bigger and better than ever” is the 
way the 200 members and guests who at- 
tended the sixth annual winter frolic of 
the Maiden Lane Outing Club described 
this affair held last Thursday evening 
at the new headquarters of the New 
York Athletic Club, 57th St. and Seventh 





JERRY GRANT, SECRETARY 


Ave. To elaborate on this general opin- 
ion it might be mentioned that this was 
the best attended indoor event ever held 
by the organization and the entertain- 
ment program presented surpassed any- 
thing ever attempted by the organization. 
The huge dining room on the 10th 
floor was an ideal setting for the dinner, 
which. was marked by the usual display 
of good fellowship which prevails among 
the members of this organization. After 
the dinner was well under way President 
George Frey offered greetings on behalf 
of the officers and the members of the 
committee. Jerry Grant, the hustling 
secretary of the organization, followed 
with a few announcements and then in- 
troduced E. B. Terhune, president of 
the Jewelers’ Publishing Corp., publisher 
of THE JEWELERS’ CIRCULAR. Mr. Ter- 
hune in a few words expressed his pleas- 
ure at being present and the opportunity 
it offered him to become acquainted 
with those in attendance. Mr. Ter- 
hune was followed by P. J. Coffey, head 
of the National Jewelers’ Publicity As- 
sociation, who spoke of the early days of 
the club. After “Billy” Ward, “father” 
of the Maiden Lane Outing Club, was 
presented to the members and guests, 
“Bill” Peck, chairman of the summer 
outing committee, announced that the 
outdoor affair will be held on Saturday, 
June 7, at the Elks’ Club on Staten 
Island. 
During the dinner the salesmen joined 


in singing many of the old and new 
favorites. Just before time for the show 
to start Jerry Grant jumped to the 
stage and told President Frey that the 
members appreciated the fact that they 
were fortunate in having such an ac- 
complished disciple of Isaak Walton in 
their midst. President Frey was then 
presented with a bowl of goldfish. Not 
to be outdone by Mr. Grant, George Hil- 
singer stepped to the stage and read a 





GEORGE FREY, PRESIDENT 


letter from one of George’s admirers in 
Pennsylvania and then presented him 
with a fish and base carved from an- 
thracite taken from a coal mine in Penn- 
sylvania. 

After this bit of “by play” had ended 
the entertainment program was enjoyed. 








Nebraska Jewelers Plan for Conven- 
tion in Omaha, Feb. 26 and 27 


OMAHA, NEB., Feb. 13.—The Nebraska 
Retail Jewelers’ Association will hold its 
annual convention at the Hotel Paxton, 
Omaha, Neb., on Wednesday and Thurs- 
day, Feb. 26 and 27. President Tinley 
L. Combs has arranged a most interest- 
ing and instructive program. 

Hon. Richard L. Metcalfe, Omaha’s new 
Mayor, will give the address of welcome 
and response will be made by Vice-Presi- 
dent M. L. Jones of Fairfield, Neb. 
President Combs will deliver his annual 
address, and the secretary’s report will 
be presented by Henry W. McDonald of 
Omaha. 

During the convention, addresses on 
the following subjects will be delivered: 
“The Chain Store Evil,” by Ballard 
Dunn, former editor of the Omaha Bee- 
News; “National Jewelry Question- 
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naire,” by W. G. Jamison, commercial 
agent of United States Department of 
Commerce, Chicago; “National Jewelers 
Mutual Fire Insurance Co.,” by A. W. 
Anderson, Neenah, Wis.; “Jewelry Trade 
Association,” by Ralph Roessler, Marion, 
Ind.; “Business Clinic,” by Glen B. 
Eastburn, commissioner of the Omaha 
Chamber of Commerce; “Income Tax 
Discussionnaire,” by A. B. Allen, col- 
lector of internal revenue; “Significance 
of Mergers,” by Guy C. Kiddoo, vice- 
president Omaha National Bank, and 
“Importance of the Jewelers Guild,” by 
Ray C. Leydecker of the Omaha Bee- 
News. 

The ladies in attendance at the con- 
vention will be entertained Wednesday 
evening, and the Ku Kus famous party 
for both men and women will be staged 
on Thursday night. 








Credit Jewelers Arrange for National 
Convention in Philadelphia 
March 24, 25 and 26 


DETROIT, MICH., Feb. 14.—Plans for the 
fourth anntial convention and exhibit to 
be held by the National Association of 
Credit Jewelers in Philadelphia, March 
24, 25 and 26 are practically completed. 
The association is looking forward to 
the greatest convention it has ever held 
and with the membership drive now un- 
der way it is expected that 1000 credit 
jewelers will have been enrolled. 

The convention will be staged in the 
Benjamin Franklin Hotel, while the ex- 
hibits will be shown on the 13th floor 
of the new Gimbel building, directly 
across the street from convention head- 
quarters. Special elevators on the Ninth 
St. side of the Gimbel building will take 
the visitors directly to the exhibits. 
Over 60 representative concerns will 
have displays at the exhibit. 

Until 2 p. m. on the first day of the 
convention the members will be per- 
mitted to inspect the exhibits and after 
that hour the first group meeting will 
be held. This session will be addressed 
by Joseph Katz, of Baltimore, Md., who 
will speak on “Advertising Problems.” 
The following morning the members will 
convene at 10.30 o’clock and hear a talk 
on “Credit and Collections” and at a 
luncheon to follow Professors Borden 
and Busse of New York University 
will address the members. Other group 
meetings will be held in the afternoon 
and on Wednesday morning. At the final 
luncheon at 12.30 o’clock on Wednesday 
a nationally known speaker will talk to 
the jewelers. The final meeting of the 
convention will take place on Wednesday 
afternoon, at which time officers will be 
elected. 

The social program for the convention 
includes a party for Tuesday evening 
arranged by B. J. Doyle, Philadelphia, a 
bridge tea, sightseeing trips and theater 
party for the ladies arranged by Herman 
H. Barr. Sol Hess and Harry Swarts 
will have charge of the entertainment 
for the banquet to be held on Wednesday 
evening in the auditorium of the Penn 
Athletic Club. 
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Philadelphia Jewelers’ Club Prepares 
for Annual Banquet on Feb. 22 


PHILADELPHIA, Feb. 18.—Indications 
are that the annual banquet of the Jew- 
elers Club of Philadelphia, to be held 
Saturday, Feb. 22, at the Bellevue Strat- 
ford Hotel, will be more largely attended 
than ever this year and preparations are 
being made for one of the finest affairs 
ever staged by the organization. This 
will be the 34th annual gathering. 

As special features of the entertain- 
ment, Robert L. Coates, secretary, an- 
nounces Capt. Irving O’Hay, soldier of 
fortune, lecturer and humorist, as the 
principal speaker. The musical numbers 
will be furnished by the Symphonic 
Singers and the Philadelphians. In ad- 
dition, of course, L. P. White will round 
up the talented members of the club who 
will entertain with the old favorites. 
These impromptu performances always 
have been one of the most enjoyable 
features of the banquets. 
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National Association of Cut Glass 
Manufacturers, Inc., Elects Officers 


PHILADELPHIA, Feb. 14.—At a recent 
meeting of the National Association of 
Cut Glass Manufacturers, Inc., held in 
this city, the following officers were 
elected for the ensuing year: G. William 
Sell, president, Honesdale, Pa.; Robert 
A. May, vice-president, Montreal, Can.; 
Raymond H. Fender, secretary, Phila- 
delphia; Thomas P. Strittmatter, treas- 
urer, Philadelphia. In addition to the 
above officers the following were chosen 
to serve on the board of directors: W. 
E. Corcoran, Flemington, N. J.; Charles 
Taylor, Newark, N. J. 

National President Sell is optimistic 
over the return of the cut glass business. 
He reports several men being employed 
in the Canadian districts and also in 
New Bedford, Mass. 








Sterling Silversmiths Guild to Launch 
Test Promotional Campaign in 


Washington, D. C., March 2 


The Sterling Silversmiths Guild of 
America, with the cooperation of the 
jewelers of Washington, D. C., will un- 
dertake a campaign of intensive promo- 
tional activities in that city during the 
balance of 1930. This campaign, which 
will start March 2, is in the nature of a 
scientific test involving a balanced and 
coordinated plan of promotion. The plan 
is based upon a most exhaustive research 
and is being put into operation on the 
theory that if it proves substantially 
helpful in solving the special problems of 
merchandising sterling silver in one city, 
it will be extended to other areas. 

Alexander Vincent, secretary of the 
Guild, will have complete and active su- 
pervision of the work in the capacity of 
regional director. According to Mr. Vin- 
cent, the Guild is properly undertaking 
this experimental work to determine for 
the benefit of the individual sterling sil- 
ver manufacturers the relative and col- 
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lective value of their advertising, pro- 
motions, sales helps, etc., a trial which 
would be too costly and disturbing for a 
single company to attempt. With the 
active assistance of the local jewelers, 
the effectiveness of each separate promo- 
tional activity will be thoroughly checked. 

Washington was selected as a city hav- 
ing a population as nearly representative 
of all kinds and classes of people as any 
in the United States. It has an active 
local jewelers association, through which 
the plan can function and is a community 
of much home entertainment, has a large 
number of schools and clubs, and is al- 
ready a large consumer of sterling silver. 

The present campaign will probably 
extend through the next Christmas sea- 
son. If by that time, the methods em- 
ployed are found to be sound or new ones 
discovered, the feasibility of extending 
the work to other cities will be indicated. 








Wilmington, Del., Jeweler Celebrates 
Half Century in Business 


WILMINGTON, DEL., Feb. 17.—Joseph 
Kern celebrated last Friday his 50th an- 
niversary as a local jeweler. Friends 
and local merchants offered their con- 
gratulations to Mr. Kern, who will be 92 
years old on June 24. 

Mr. Kern began his career as a local 
merchant on Feb. 15, 1880, when he 
opened a store at 827% Market St., the 
present site of the Millard F. Davis 
store. Later he went to 707 Market St., 
and then moved to his present site, 723 
Market St., in the building which he now 
owns. 
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G. C. Young has purchased the store 
of R. Kirkwood at Greer, S. C. Mr. 


_Young, who started in the watchmaking 


trade when he was 14 years old, retired 
in 1925 to take up farming and is return- 
ing to his old trade after four years of 
success as an agriculturist. 
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Brooklyn Diamond ‘Broker Pleads 
Guilty to Smuggling Charge 


Samuel Mateles, a diamond broker of 
1335 53rd St., Brooklyn, pleaded guilty 
last Friday before Federal Judge Mosco- 
witz in Brooklyn of conspiracy to smug- 
gle diamonds into this country and was 
remanded for sentence until Feb. 24. 
Benedictine Voorbraeck and his brother- 
in-law, Franz Merket, stewards on the 
steamships Emile Francqui and Henri 
Jasper of the Royal Belge Line, also 
pleaded guilty on similar charges and re- 
ceived sentences of a year and a day, 
which were suspended in return for 
their aid to the Government in the prose- 
cution of Mateles. The men served sev- 
eral month’s time while awaiting their 
cases to come before the court. 

Assistant United States Attorney 
James D. Wilkinson, who handled the 
cases for the Government, estimated that 
the three men had smuggled diamonds 
worth about $150,000 in the seven months 
they were known to have been active. 
Specifically Merket admitted that when 
he arrived in the country recently dia- 
monds valued at $37,500 he carried were 
for delivery to Mateles. Voorbraeck 
likewise admitted that he had $25,000 in 
gems for delivery to Mateles when he 
arrived here on Dec. 5 last. 








“Red” 


Handleman Sent to Prison 
for Ten Years 


BALTIMORE, MD., Feb. 17—A sentence 
of 10 years in the Maryland Penitentiary 
was imposed here Friday on Maurice 
Handleman, alias “Red” Handleman, who 
was convicted by a jury on an indictment 
charging him with the larceny of dia- 
monds valued at $16,000 from the A. H. 
Fetting Jewelry Co., Charles St. diamond 
merchants. 

Handleman, known to the police of 
New York and other cities, is now in 
prison and, it was said, there is little 
likelihood of his case being taken to the 
Maryland Court of Appeals. The 10- 
year sentence was imposed by Judge 
Robert F. Stanton, of the Supreme 
Bench of Baltimore, after a new trial 
was denied. 


Handleman’s attorneys made a vigor- 
ous fight in his behalf but State’s Attor- 
ney Herbert R. O’Conor met and sur- 
mounted every move made by the defend- 
ing counsel. Handleman’s conviction and 
sentence was the result of four years’ 
work by prosecuting attorneys and De- 
tective Lieutenant James A. Manning. 

Two men stole a tray of fine diamond 
rings from the Fetting store in 1926. 
Handleman was arrested in Troy, N. Y. 
and was brought to Maryland only after 
a strenuous fight by Baltimore detectives 
and prosecuting officers. The second man 
was not caught. Although Handleman 
attempted to prove an alibi the jury con- 
victed him in a few minutes. In recog- 
nition of his work on the case Lieutenant 
Manning was presented a handsome strap 
watch by the Fetting firm. 
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*Red” McLaughlin, Notorious Bandit, 
Released from Prison After Serv- 
ing a Short Term 


CHICAGO, Feb. 15.—After being once 
convicted and serving nearly a year 
jin the penitentiary on an alleged attempt 
to stage a jewel robbery, Eugene “Red” 
McLaughlin, walked out of court a free 
man last Thursday when the state nolle- 
prossed the charge. McLaughlin was 
charged with robbing Walter J. Neu- 
mann, wholesale jeweler of Chicago. 

McLaughlin was tried and sentenced 
to serve from one to fourteen years at 
Joliet prison. He had been there nearly 
a year when the Supreme Court reversed 
the verdict and McLaughlin was released 
on bonds to await another trial. Thurs- 
day Assistant State’s Attorney Charles 
J. Mueller appeared before Judge Walter 
Steffen and entered a nolle prosse. He 
said the action was necessary because the 
State had no additional evidence. 








Alleged Bandit Trio Caught in Birm- 
ingham, Ala., Sent Back to Buffalo, 
N. Y., to Face Robbery Charges 


BIRMINGHAM, ALA., Feb. 13.—A pretty 
young woman, alleged by the police of 
Buffalo, N. Y., to be the blonde bandit, 
and her two young men companions, 
were arrested in Montgomery Sunday by 
Milton E. McDuff, head of the identifica- 
tion department of the Birmingham po- 
lice, assisted by Officer W. V. Bozeman, 
of the Montomery force. The trio, who 
gave their names as Sallie Joyce Rich- 
ards, 28, alias “Mabel Paller”; Joe Dam- 
ser, alias “Peter J. Dombkiewicz,” 21, 
and Eddie Palmer, alias “Eddie Smith,” 
alias “Keller,” are wanted in Buffalo, 
N. Y., on a charge of robbing David 
Glickstein’s jewelry store of $20,000 
worth of diamonds and other precious 
stones. 

The trio were brought from Mont- 
gomery to Birmingham where they were 
locked up in jail. Monday afternoon 
New York officers, who have been search- 
ing the country over for them, are al- 
leged to have identified them as the three 
wanted at Buffalo for the jewelry store 
theft and other robberies. They waived 
extradition after denying their guilt and 
were taken back to Buffalo Monday 
night. 

When the trio were brought to Birm- 
ingham their luggage was searched and, 
according to the police, rings and 
watches valued at $3,000 were found. 
This is said to be some of the jewelry 
stolen from the jewelry store in Buffalo. 
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In addition to the Glickstein jewelry 
store robbery the three are charged with 
robbing the jewelry store of H. G. Hentz 
in Buffalo, and of holding up a Fillmore 
Ave. haberdashery there on Jan. 4. 

The girl is also charged with being 
one of the two principals in the robbery 
of a Seneca St. pawnshop in Buffalo last 
November. 





BuFFALO, N. Y., Feb. 17.—Returned 
from Birmingham, Ala., where they were 
captured on Feb. 11, a woman and her 
two male companions have been identi- 
fied by David Glickstein as the trio who 
robbed his jewelry store at 1159 Broad- 
way several weeks ago, of diamonds, 
watches and jewelry valued at $20,000. 
Following Glickstein’s identification of 
the blonde bandit, the police claim she 
broke down and confessed -participation 
in four other holdups as well as that of 
the jewelry store. 
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Jewelry Stolen from Portland, Ore., 
Store Recovered in Kansas 
City, Mo., Pawnshops 


KANSAS City, Mo., Feb. 14.—Dia- 
monds, rings, watches and a _ brooch, 
valued at $3,500, part of the loot of an 
$11,200 robbery in Portland, Ore., were 
recovered here today. They were found 
in 17 Kansas City pawnshops. 

The holdup was committed by two men 
on Jan. 13 in the Allstock Jewelry Co.’s 
store in Portland. Early the week of 


% Feb. 10 detectives in St. Louis trailed a 
young woman who was pawning jewels, 
““antil she met two men and then arrested 


the three. 
The young woman it is claimed told of 
pawning part of the jewels here and 
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promised to help find them if granted 
immunity. As she had taken no part in 
the actual holdup, the immunity was 
granted. 

L. L. Kurth, a representative of an in- 
surance adjustment company of Chicago, 
and Theodore Schulpius, detective in- 
spector, and Lieut. Patrick R. Maloney, 
both of the Portland police force, brought 
the prisoners here from St. Louis. 








Police Arrest Alleged Jewelry Store 
Thief After Another Youth 
Pleads Guilty to Charge 


KANSAS City, Mo., Feb. 13—Theodore 
E. Nesom, 33 years old, who is charged 
with being one of the bandits who robbed 
the Bell Jewelry Co., 5514 Independence 
Ave., of jewelry valued at about $3,000 
last October, was arraigned before Jus- 
tice George F. Roach last Thursday and 
remanded to jail in default of $5,000 bail. 
His preliminary hearing was set for Feb. 
20. 

Nesom was arrested last Thursday and 
according to the police has admitted tak- 
ing part in the Bell robbery. He de- 
clared, it is alleged, that young Arm- 
strong, 20 years old, although innocent, 
had pleaded guilty to the crime to shield 
him. He claimed, it is said, that Arm- 
strong had sold the stolen jewelry. 

Armstrong had previously been sen- 
tenced to serve five years in prison and 
is now in the county jail with two other 
young men, also under five year sen- 
tences imposed for their alleged partici- 
pation in the robbery. Armstrong said 
he pleaded guilty to the robbery to avoid 
trial on another robbery charge, accord- 
ing to the police. 








Fire Destroys Jewelry Store at 
Ziegler, Il. 


EVANSVILLE, IND., Feb. 15.—The jewel- 
ry store of John C. Boyer at Ziegler, IIl., 
several miles west of this city, was 
destroyed by fire in a blaze that caused 
considerable damage in the business dis- 
trict of that town. 

The fire originated in a store adjoining 
the Boyer establishment and had gained 
such headway when discovered that it 
was impossible to save much of the con- 
tents. The loss amounted to several 
thousand dollars with part insurance. 

Mr. Boyer is well and favorably 
known in the southern part of Indiana. 
For a number of years he owned and 
operated a retail jewelry store at Carmi, 
Ill., before moving to Ziegler where he 
opened a store. 
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INDISPENSABLE! 


How is a synthetic stone recognized? 
How is the value of a real pearl determined? 


These and numerous other questions that con- 
stantly confront the jeweler, lapidary, and dealer 
in precious stones are fully answered in the new, 
illustrated POCKET-BOOK for JEWELERS by 
Dr. Hermann Michel, the world-renowned authority. 

This famous mineralogist, noted for his funda- 
mental researches in the field of precious stones, 
has placed his extensive knowledge at your disposal 
in a concise and comprehensive book. It is pub- 
lished in two volumes bound together in loose leaf 
form. 


There is no question regarding precious and 
semi-precious stones arising in the jewelry trade 
that cannot be answered immediately and correctly 
from this book. Additional pages or revisions will 
be supplied free of charge for a period of two years. 


The illustrations, many of which are in 9 colors, give the 
true pleochroitic colors of the gems. The physical charac- 
teristics of all existing colored and colorless stones are also 


carefully tabulated. 


That the book fills an urgent need is well shown by the 
purchase of copies by leading jewelers, mineralogists and 
universities all over the world. All the information the 
jeweler or gem dealer will ever need bound in one volume. 
Write today for your copy, to— 


The Illustrated 
POCKET-BOOK 


for 


JEWELERS 


LAPIDARIES, GEM AND PEARL 
DEALERS 
by 
DR. HERMANN MICHEL 
World Famous Authority 





The Pocket-Book is 6” x 8” overall—convenient for desk or pocket use, 
There are two volumes, bound together. The first volume of 130 pages 
contains the complete theory of pearl and gemphysics. It presents 
graphically and concisely methods of examination, classification, and 
valuation of pearls and stones and contains 130 halftone illustrations. 


The second volume of 148 pages has 152 illustrations and a series of 
color plates. These include the internal construction and differentiation 
between cultured and natural pearls. here is also a. classification of all 

stones, with positive means of distinguishing genuine emeralds. 
Fhe price of this very complete book, including additions and revisions 
supplied over a period of 2 years, is $25.00. 


THE JEWELERS’ CIRCULAR, 239 West 39th St.. New York, N. Y. 
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“Customer” and Companion Rob 
Omaha Jewelry Establishment 
OMAHA, NEB., Feb. 14—Harry Malash- 


ok was slugged and robbed in the shop 
of the Malashock Jewelry Co., 215 City 





National Bank building, last Wednesday ~ 


afternoon. The robbers took about $20,- 
000 worth of diamond set jewelry. 

A man introducing himself as “Mr. 
Stern” came into the shop a week or more 
ago stated that he was a traveling 
salesman from the East, and was en- 

to a “Miss Zimmerman” of Omaha. 
He pretended he wanted to buy an en- 
gagement ring and selected a $150 plati- 
num mounting but no stone. Several 
days later he returned with a girl, whom 
he introduced as his fiancee. She was 
shown the mounting but both left without 
slecting a stone. When “Stern” re- 
turned for the third time Harry Malash- 
ok was alone in the shop, and taking 
his supposed customer to a private office 
in the rear, the jeweler produced a bag of 
stones from the vault. 

Just at that moment another man ap- 
peared in the doorway and covered the 
jeweler with a pistol. Immediately, 
“Stern” pocketed the bag of diamonds, 
and rushed past the jeweler. One of the 
men struck Malashock in the face and 
knocked him down. As they ran out of 
the door, two prospective customers were 
entering, but the bandits intimidated 
them with their guns. 
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Man Who Attempted to Steal Tray of 
Rings from New York. Jewelers 
Now Under Arrest 


A suave young man dashed out of the 
establishment of Benedict Bros., 168 Ful- 
ton St., New York, with a tray of 54 
solitaire diamond rings valued at $44,- 
000, under his coat in a daring attempt 
at robbery last Monday afternoon. Mr. 
Benedict, the president of the firm, who 
was waiting on him, was called away for 
a moment, and the thief turned and ran 
out of the store and into the near-by 
entrance of the American Telephone & 
Telegraph Co.’s building. 

But for the alertness of John Steer, 
18-year-old office boy at Benedict Bros., 
the thief would have escaped. This 
youth, who is also a football player, fol- 
lowed closely on the heels of the thief 
and with a flying leap dragged him to 
the floor. Mr. Benedict soon caught up 
with the fleeing man and his office boy, 
and together they held the thief until 
Officer Charles Collins arrived to place 
him under arrest. 

The young man had represented him- 
self to Mr. Benedict as “John Pratt, Jr.,” 
Saying that he wanted an engagement 
ting costing about $1000. His manner 
totally disarmed Mr. Benedict, who 








THE JEWELERS’ CIRCULAR 





stated that “Pratt” had completely won 
his confidence. 

At the Greenwich St. station house the 
prisoner identified himself as John C. 
Brent, giving his home as Cleveland, 
and stating that he was a journalist and 
story writer by profession. All the rings 
have been accounted for, none being lost 
in the scuffle, as they were in a locked 
tray. 








Salesman for New York Gem House 
Loses Sample Trunk in 
Oklahoma City 


OKLAHOMA CiTy, OKLA., Feb. 14.— 
Arriving here this morning from Mus- 
kogee, Okla., ‘J. Crohn, representing 
Hugo Oppenheim & Co., precious stone 
dealers, New York, called for his sample 
trunk only to learn that it had disap- 
peared. An investigation revealed that 
Mr. Crohn had given his trunk check to 
a porter at one of the local hotels who 
was ordered to have it sent up to the 
salesman’s room. A_ search revealed 
that the trunk was missing. 

A truck driver, it is understood, placed 
the trunk on the loading dock at the en- 
trance of the baggage room of the hotel. 
While he went inside to verify the check 
numbers the trunk was stolen. 





J. Crohn, representing Hugo Oppen- 
heim & Co., dealers in diamonds, pearls 
and precious stones, 20 W. 47th St., 
New York, whose trunk was stolen in 
Oklahoma City, Okla., last Friday, is 
expected at the home office in a day or 
two. At the office a representative of 
THE JEWELERS’ CIRCULAR was told that 
Mr. Crohn’s brief case had been found 
on the highway 40 miles from Oklahoma 
City, while the empty trunk was picked 
up 200 miles from the scene of the rob- 
bery. The loss, it is said, will reach 
about $150,000, but this, Mr. Oppenheim 
stated, was covered by insurance. 


55 





Three Defendants Plead Guilty to 
Smuggling Watches on Eve 
of Trial 


On the eve of the opening of the 
trial of the various groups of alleged 
watch smugglers, which was scheduled 
to start yesterday (Wednesday) in the 
United States District Court, New York, 
three of the 11 defendants pleaded 
guilty. Those admitting their guilt were: 
Paul Rabkin, Sol Rubman, and Joseph 
Y. Perelman, of the Superfine Watch 
Co. These three pleaded guilty to the 
charge of fraudulently and knowingly 
importing merchandise into the United 
States. Sentence was adjourned pend- 
ing the trial of the remaining alleged 
smugglers. 

It is reported that another man was 
taken into custody Saturday night by 
Federal authorities. It is alleged that 
he had been maintaining offices for the 
purpose of storing the contraband mer- 
chandise until it became feasible to 
transport the alleged smuggled goods to 
the establishment of the Superfine 
Watch Co. 








Bronx Retail Jewelers Association 
Elects Officers 


A. Landau was reelected president of 
the Bronx Retail Jewelers Association 
at a meeting held on Tuesday evening, 
Feb. 11. Other officers chosen include: 
William Schneiderman, vice-president; 
G. Schneider, recording secretary; Mur- 
ray Max, financial secretary; Ferdinand 
Alpers, treasurer; Benjamin Kurtzman, 
sergeant-at-arms, and §S. I. Ferkin, 
trustee. 

After his reelection President Landau 
appointed a grievance committee con- 
sisting of: Joseph Mengzer, chairman; 
Benjamin Kurtzman, William Schneider- 
man and S. I. Ferkin. An intensive 
membership campaign will be launched 
after the membership committee is ap- 
pointed. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Feb. 15, 1930. 


The U. S. Assay Office reports: 
Gold bars exchanged for gold 


GOMER . o 6weascesceceduecnnedwade $878,637.79 
Gold bars paid depositors...... 53,586.17 
WEE an dindncsckeneaceqaew $932,223.96 


Of this gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
WO Oi sv takecwoanaseaceaneade $559.889.01 
ava Weccceccduvedecquaune 92,452.72 
O Dbvsnadaneconusvewaceeuan 93,054.27 
OW Selpcsestenceeacedecesuas 87,769.75 
OP TEs. cswncavacneangeeaeaes 45,472.04 
Ns iets idee dee vanccda $878,637.79 
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The Lion Safety Pin Clutch Co. 
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Death of E. C. Guliford 


CLEVELAND, OHIO, Feb. 15—The local 
jewelry trade lost one of its oldest mem- 
bers last Wednesday when E. C. Guliford 
passed away. Mr. Guliford had a store 
in the Superior Arcade for many years 
and recently had. been conducting his 
pusiness at East 55th St. and Euclid Ave. 

Mr. Guliford had not been very active 
since the death of his wife a few years 
ago. His death was caused by compli- 
cations resulting from partial paralysis. 

Funeral services were conducted by the 
Masonic fraternity yesterday afternoon. 


Louis M. Levy 


CHICAGO, Feb. 14.—The body of Louis 
M. Levy was laid at rest last Wednesday 
in Memorial Park Cemetery. He died 
on Monday at the Grant Hospital follow- 
ing an operation. 

Mr. Levy enjoyed good health until 
about a year ago. After that time his 
failing condition did not keep him away 
from his desk at the office of the Hols- 
man Co., Mallers building, where he con- 
tinued to fill his duties as vice-president. 

He was 64 years of age at the time of 
his death, and had devoted all of his life 
to the jewelry business. Mr. Levy had 
been connected with the Holsman Co. for 
the past 14 years and prior to that time 
was secretary of the Keystone Watch 
Case Co. 

Deceased is survived by his widow, one 
sister and one brother, A. W. Levy, Chi- 
cago manager of the Star Watch Case 
Co. 


John Burri 


CANTON, OHIO, Feb. 15—John Burri, 
for more than 20 years a prominent New 
Philadelphia, Ohio, jeweler died suddenly 
at his home in St. Petersburg, Fla., ac- 
cording to word received here. Death 
was due to a heart attack. Mr. Burri 
was 66 years old when he died. 

Mr. Burri sold his jewelry business 
in New Philadelphia four years ago, hav- 
ing disposed of his store to Breting Bros. 
who still operate it. He was one of the 
best known jewelers in this section of the 
state and was active in affairs of the 
local retail jewelers’ organization. He 
was born in Girard, Pa., and moved to 
New Philadelphia when a boy. 

Surviving are the widow, one son and 
a brother. 


Edward P. Gainor 


Troy, N. Y., Feb. 13.—Edward P. 
Gainor, who for many years conducted 
a jewelry store at Franklin Square and 
who was well known in former days to 
the people of Troy, died recently at his 
residence, 126 Maple Ave., after a brief 
illness. 

Mr. Gainor was born in Salem, N. Y., 
but had resided in Troy for 45 years. 
He was a member of the Sacred Heart 
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Church and of the Holy Name Society of 
that church. The funeral was held from 
the Sacred Heart Church and the inter- 
ment took place in St. Mary’s Cemetery. 


Surviving are a daughter and son, 
both of Troy, and two brothers. 


Mr. and Mrs. Clyde M. Wallace 


NORTH ATTLEBORO, MAss., Feb. 15.—A 
throng of grief-stricken friends paid 
tribute to the memory of Clyde M. 
Wallace, office manager for the L. G. 
Balfour Co., Attleboro, in charge of its 
Michigan office, and his wife whose 
double funeral was held from the home 
of Mrs. Wallace’s brother here last Tues- 
day afternoon. Committal was at Mount 
Hope Cemetery. 


Mr. and Mrs. Wallace were victims 
of an automobile accident that occurred 
Thursday evening while they were 
motoring from East Lansing to their 
home in Ann Arbor. They both died 
at the hospital in Lansing a few hours 
later. , 


Mr. Wallace who was a graduate of a 
southern college, was 25 years old and 
the young couple were married only last 
summer. Mrs. Wallace was a daughter 
of the late Mr. and Mrs. Harry Draper 
Hunt of Attleboro, and had just com- 
pleted her junior year in Smith College, 
when she was married. 


Samuel Raphael 


SAN FRANCISCO, CAL, Feb. 14.— 
Samuel Raphael, for years a leading 
jeweler of this city, passed away on 
Feb. 5. He had retired from business 
and was playing golf shortly before he 
was stricken. 

Mr. Raphael was a native of Chicago, 
and was 57 years of age. Deceased is 
survived by his widow and two sons, in 
addition to other relatives. 
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Charles Bood 


PROVIDENCE, R. I., Feb. 17.—Charles 
Bood, 67 years of age, and one of the 
most skillful silver enamelers in the 
employ of the Gorham Mfg. Co., with 
whom he had been associated for the 
past 26 years, died yesterday at his 
home, 275 Magnolia St., Auburn. Two 
weeks ago he fell down the stairs at 
his home and fractured several ribs and 
was reported as doing nicely when com- 
plications developed early the past week 
which proved fatal. 


Mr. Bood was a native of Sweden and 
came to this country in 1888. His only 
fraternal affiliation was membership in 
the Order of Vassa, a Swedish organ- 
ization. 


Seven daughters and four sons and 10 
grandchildren survive him. 





Robert E. Hanke 


PROVIDENCE, R. I., Feb. 15.—Robert 
E. Hanke, former manufacturing jeweler 
of this city and for 40 years previous 
to last November associated in an ex- 
ecutive capacity with the Martin-Cope- 
land Co., manufacturer of jewelry and 
optical goods, died at his home, 194 
Clifford St., last Thursday. 

He was born in Germany, March 7, 
1860, but came to the United States 
with his parents when a boy of seven 
years and attended the public schools. 
Upon graduation from grammar school 
he learned the jewelry business and after 
a few years’ employment at the bench 
entered business for himself under the 
firm name of Hanke & Claflin continuing 
for several years. He finally disposed 
of his interests to his partner and 
accepted a position with the Martin- 
Copeland Co., with whom he remained 
until last fall when his health failed him. 

Mr. Hanke was a member of Hope 
Lodge, Independent Order of Odd 
Fellows and of the Einklang Singing 
Society. 

Deceased is survived by his widow, 
two sons, one daughter and a sister. 








The remarkable progress of the com- 
pany in all departments featured re- 
ports submitted at the annual meeting 
of the Conklin Pen Co. held recently at 
Toledo, Ohio. All officers and directors 
were reelected, and the management of 
the company left in the hands of those 
who were in charge in 1929. De- 
parting from his usual custom of spend- 
ing the winter and spring months in the 
company’s interests in overseas markets, 
President C. E. Bunting left immediately 
after the meeting for a sojourn in 
Florida. George L. Heater, a director. 
left for southern California and Arizona 
on a pleasure trip. Early in March 
Vice-President and General Manager C. 
B. Mathes’ will leave for an extended 
stay in southern and southwestern States 
where he will combine recreation and 
business. 
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Bronx Jewelers Hold Thirteenth 
Banquet and Ball 


Members and Guests Celebrate Anniversary of Organization at 


New York Hotel 


The Bronx Retail Jewelers’ Associa- 
tion celebrated its 13th anniversary last 
Sunday evening at a banquet and ball 
held in the Hotel Astor. 

Gathering in the reception room on the 
eighth floor, the Bronxites and their 
friends passed a pleasant hour before the 
doors of the banquet hall were opened 
shortly after 7 o’clock. 

In opening the speechmaking program 
following the dinner William Schneider- 
man, chairman of the committee in 
charge of arrangements, introduced 
Bartley J. Doyle, Philadelphia, as toast- 
master. 

The first speaker presented by Mr. 
Doyle was A. Landau, president of the 
Bronx organization. He reported on the 
activities of the association during the 
past year. President Landau also men- 
tioned the fact that the Bronx associa- 
tion had organized the Bronx Retail 
Jewelers’ Finance Corporation, which is 
operated under a New York State char- 
ter, loaning funds at legal rates of in- 
terest to members and others who are 
shareholders. The speaker also paid 
tribute to David Greenberg, Counsel for 
the Executive Board of the Retail Jewel- 
ers’ Associations of New York, for his 
decisive victory against those banks dis- 
tributing watches, jewelry and silver- 
ware as inducements to prospective de- 
positors. A beautiful wrist watch was 
presented to David Greenberg, in recog- 
nition of his excellent work in stopping 
banks from distributing jewelry. 

In his talk which followed the pres- 
entation, Mr. Greenberg briefly re- 
viewed his activities among banks to 
cease this unethical practice. Agitation 
against this practice started at a meet- 
ing of the Executive Board of Retail 
Jewelers’ Associations of New York, at 
which time Henry Astor, an active mem- 
ber, called the matter to the attention of 
the Board. 

Charles T. Evans, secretary of the Na- 
tional organization, made a brief ad- 
dress in which he mentioned several sub- 
jects of interest to the jewelers. 

Inasmuch as the Metropolitan Retail 
Jewelers’ Association decided to forego 
its annual banquet this year, Sol Reich- 
gott, newly elected president of this or- 
ganization, was given an opportunity to 
present a handsome watch to Patrolman 
Hugh Downey. This was given to the 
policeman for the courage he displayed 
in capturing a bandit, who, on Nov. 25 
last, held up the jewelry store of J. 
Schnur on First Ave. 

A few brief remarks made by William 
D. MeNeil, president of the New York 
State Retail Jewelers’ Association, 


brought the speechmaking program to a 
close. Mr. McNeil, in the course of his 
short talk extended greetings from the 


State organization, and urged everyone 
present to be in attendance at the next 
convention of the state association, which 
will be held in Utica on May 26, 27 and 
28. Dancing followed until a late hour. 





A. LANDAU, PRESIDENT 


Souvenirs were fountain pens for the 
men and small table lamps for the 
women. 








Wholesalers Plan for Jewelry and 
Allied Trades Show to be Held in 
Chicago Week of August 4 


CHICAGO, Feb. 14.—At a luncheon held 
at the Palmer House today, the Whole- 
sale Jewelers of Chicago started planning 
the 1930 Jewelry and Allied Trades Show. 
Those present were: Jack Friedland, 
Hart Jewelry Co., president; Charles 
Brown, Stein & Ellbogen Co., chairman 
advertising and publicity committee; 
Charles T. Gustafson, C. H. Knights- 
Thearle Co., chairman decorating com- 
mittee; Wilder Harris, Norris, Alister- 
Ball-Bridges Co., chairman show com- 
mittee; A. J. Oppenheim, Block-Wein- 
feld Co., chairman booth assignment 
committee; E. Filholm, Benjamin Allen 
& Co., chairmax hotel arrangement com- 
mittee, and William Schumann, Leu- 
busher, Schumann & Co.; H. Hirsch, A. 
Hirsch & Co.; G. L. Peterson, Norris, 
Alister-Ball-Bridges Co.; Louis Gold- 
man, assistant secretary, and A. B. 
Coffman, show manager. 

The show will be held at the Hotel 
Sherman the week of Aug. 4, the same 
week during which the convention of the 
Interstate Merchants Council and west- 
ern gift show will be held. Plans for ad- 





February 20, 1930 


vertising the show were discussed and 
there will be more advertising and pub. 
licity than ever before. 

Several new features to make the show 
more interesting for the exhibitors and 
visitors are under consideration. In the 
opinion of those in charge the coming 
show will be the most profitable and 
attractive ever staged. 

The various committee chairmen were 
instructed to work out operating pro. 
grams for their various committees 
which will be submitted at the next 
meeting, and after adoption, will be put 
into operation at once. 


Higher Duty Declared 











U. S. Customs Appeals Court Fails to Up. 
hold Contention of Importer of Small 
Pearls Temporarily Strung 


WASHINGTON, D. C., Feb. 13.—In the 
decision handed down by the United 
States Court of Customs and Patents 
Appeals on drilled pearls temporarily 
strung on silk or cotton strings, which 
was reported in last week’s issue of 
THE JEWELERS’ CIRCULAR, attention 
should be called to the fact that the 
higher court reversed the finding of the 
Customs Court and held the merchan- 
dise dutiable at the higher duty of 35 
per cent. The importer claimed duty at 
10 or 20 per cent and this contention was 
upheld by the Customs Court but re- 
versed by the higher court. 

In the article published last week the 
story of the higher court’s finding was 
correct but the headlines were mislead- 
ing in that it was stated that a lower 
duty had been granted. The United 
States Court of Customs and Patent 
Appeals did not sustain the contention 
of the New York importer. 








Exports of Platinum During 
December 


WASHINGTON, D. C., Feb. 17.—Figures 
just released by the Department of Com- 
merce reveal that during the month of 
December, 1929, platinum valued at $27,- 
870 was exported from this country. 
Canada received ingots, sheets, wire, 
alloys and scrap to the amount of $290, 
followed by Mexico who took metals 
worth $234. The United Kingdom led 
in the amount of manufactures except 
jewelry taken, with 289 troy ounces 
valued at $25,752, Brazil coming sec- 
ond, having received manufactures to 
the amount of $990, and Canada follow- 
ing with eight ounces valued at $604. 

The figures showing the amount and 
the countries to which the metal was 
sent follow: 


Manu- 
Ingots, factures 
Sheets, Wire, of Platinum 
Alloys Except 
and Scrap Jewelry 
Oz. - Oz. 
Countries Troy Value Troy Value 
United Kingdom. ... ... 289 $25,752 
ee canens 4 $290 8 604 
BEORIOD cecsccvcre 3 234 eae 34 
ee cae As 17 99 
—_—_— a — ——— 
Total quantity. 7 cece $14 eee 
Total value.... $524 $27,846 
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PARFUM DELTAH 


Combination Gift Sets 
For attractive, readily salable Gift Merchandise 











Moderately priced—beautiful perfume and cos- 
metic sets—including compacts of modern de- 
sign, lipstick and the new Deltah Parfum-izer. 
These will stimulate interest and increase sales 


in your gift department. 
Ranging in price from $5.50 to $35.00. 


Gift Set No. 1 


A smartly arranged satin lined, cochineal 
red gift case, holding a bottle of the dis- 
tinctive “‘Chez Elle de Deltah,” the at- 
tractive enameled compact No. 10, and 
enameled lipstick to match. 


Consumer Price $7.50 





Gift Set No. 4 

Remarkable Introductory 
offer, regular value $7.50, 
for $5.50. A splendid gift 


Gift Set No. 2 


This lovely satin lined, 
cochineal red gift case, 








presenting “Chez Elle de 
Deltah,”’ compact 10, lip- 
stick and Parfum-izer in 
matching designs. The 
Deltah Parfum-izer is the 
newest mechanically per- 
fect pocket atomizer on the 
market. 


Consumer Price $13.50 


Write to your Wholesaler for 
Complete Information on 


PARFUM DELTAH Gift Sets 


or to 


The HELLER-DELTAH CO., Inc. 
Division of 
L. HELLER & SON, Inc. 


8 West Thirtieth Street 





item consisting of enameled 
double compact No. 10, a 
bottle of the new and dis- 
tinctive “Chez Elle de 
Deltah,” in fine satin lined 
gift case. This is a lead- 
ing item which you should 
have in your line. 


Consumer Price $5.50 


























New York 
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Location and Management of a Gift Section 
By ROBERT M. SHIPLEY 


ITHOUT proper location and management a 
Yy gift department is of doubtful value. A sepa- 


rate and distinct section of the store, prefer- 
ably a separate room, should be used. Fixtures are not 
necessary except in the more pretentious departments. 
Good walls suitable for hanging a few fabrics or pic- 
tures or both, and an electric wiring system arranged 
so that table lamps and a few floor lamps can be easily 
_attached, are the essential requirements. 

The merchant who attempts to display gift wares in 
the standard jewelry display cases is doomed to failure 
unless he is fortunate enough to be in a community 
where his comretitors in gift lines do not properly dis- 
play their merchandise. Even then his success is 
doubtful. 








Almost every jeweler has a back room connecting 
with his store, all or a portion of which can be used as 
the “Gift Shop.” Jewelers who have not this room can, 
in some cases, use their store basement or a balcony. 
Even without any of these possibilities many jewelers 
have erected artistic balconies which have quickly paid 
for themselves and soon become revenue producers 
which help to pay the rent. 

A well-arranged gift section in a jewelry store is 
effective and brings results. 


1. It leaves a visual impression in the minds of 
your customers of a gift shop, and when they think 
of purchasing “gift-wares” your shop recurs to 
them competitively with other gifts, whereas, if 
they have your business catalogued purely as a 
jewelry store, it is generally forgotten (another 
argument for the use of boxes and seals distinct 
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in appearance from your jewelry boxes and seals 
mentioned, mention of which was made in my last 
article.) 

2. A distinct room or section known as the Gift 
Shop using distinct boxes and seals does not effect 
the prestige of your jewelry business as it places 
the shop in the minds of the community as a dis- 
tinct business, but indirectly carries prestige by 
using the name of the jewelry business. 





3. A separate room or section allows the oppor- 
tunity of artistic arrangement and the sort of dis- 
play necessary for the successful sale of gift wares. 
Suggestions for arranging and displaying mer- 
chandise will be presented in my next article. 

_No appreciable outlay of money is necessary for this 
separate room. Perhaps a light inexpensive partition 
needs building, to utilize a portion of that back room, 





and in rarer cases a basement stairway or a balcony, 
but don’t make the mistake of using too much space. 
Plan a small store room with shelves within easy ac- 
cess, where at least half of your stock can be kept out 
of sight of your customers, but quickly available. Show- 
ing too much gift goods is not wise and the store room 
is necessary as a “nursing room” for sick merchandise 
—pieces that might be seen too often by your custom- 
ers if you did not hide them at intervals, re-displaying 
them occasionally until they eventually sell. 

The management of this gift shop should be in the 
hands of a person who is recognized as a person of 
good taste. The word is undefinable, but no matter 
of what that quality consists it does exist and the 
manager of a gift department must have it. 

My recommendation is to find a young woman in your 
community whose good taste is recognized in her own 
social circle—if that circle be among the wealthy so 
much the better. She may be entirely unfamiliar with 
retail selling, but if she has “good taste,” a loyal circle 
of friends, energy and enthusiasm and is given assist- 
ance and guidance in buying, she will most probably 
be successful. 





\ 


I cannot dwell too much upon the necessity of a 
manager who can display merchandise beautifully and 
who can buy gift wares, lamps, glass, potteries, etc., 
which have artistic merit—good line, good color, in 
short—beauty. If you cannot understand the necessity 
of this, do not go into the gift business, and if you are 
operating such a shop at a loss it is probably because of 
this fact. 
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Du Barry Goblet #4091 


OYAL gatherings those days brought forth the finest of napery, 
silver, china, and glassware. None but the best would do for 
Du Barry and her gay companions. 





Retaining all the luxury and beauty of that period, the Du Barry 
Goblet, so named for its source of inspiration, belongs in fashionable 
homes where only the choicest is acceptable. 


The Du Barry Goblet, #4091, is made of Hawkes Rock Crystal, and 
costs $600 a doz. net. Other goblets from $14.50 up per doz. net, 
provide a wide selection for every type of clientele. 
(Grand Prize— ath 
Paris) 4 a 


HAWKES 


T.G. HAWKES @ CO. CORNING, N. Y. 


New York omce Makers of Rock Crystal Glassware for Over Half a Century a 
140 t. 


S42 Fifth Avenue St. 
San Francisco 
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This Gift Studio Invites Them In 


GIFT section in a jewelry store, to be a suc- 
4A cess and a real asset to the establishment in 

which it is conducted, must possess certain 
characteristics including originality and attractiveness 
in appearance and distinctiveness in the manner of dis- 
playing merchandise. In other words it must stand out 
from other similar departments in the same city or 
locality and must be so advertised that the public will 
realize that the gift section is the place where unique 
and attractive gifts can be purchased at a price within 
the reach of everyone. 

The Hardy & Hayes Co., one of the leading jewelry 
houses in Pittsburgh, in establishing its Gift Studio 
considered many of these features and as a result has 
an unusually attractive department. The two views 
appearing on this page show only a small area of this 
section in which is displayed a wide range of gift items. 

Just now the Hardy & Hayes Co. is 
attracting attention to its Gift Studio 
with an exhibit of rare and beautiful 
Oriental art wares. For instance, 
there is displayed an exquisite man- 
darin coat worn by a Chinese prince. 
Hundreds of other pieces of Chinese 
fabrics and antiques, together with 
tapestries from the T’ang Dynasty, 
representing probably the finest col- 
lection of Chinese merchandise ever 
seen in Pittsburgh, are proving a dis- 
tinct advertisement for this Pitts- 
burgh jewelry concern. 

This unusual collection was im- 
ported directly from China by the 
Hardy & Hayes house and occupies a 
conspicuous section of this gift stu- 
dio. One of the rarest pieces on dis- 
play is a llama banner said to be 500 
years old, which at one time was worn 
by priests in ceremonials. This is at- 
tracting a great deal of interest to the 
display as are rare pieces of jade, 
unusual vases, clocks, figures of ele- 
phants and exquisite enamels from 
the Ming Dynasty. The collection 
of Chinese lamps in this group is 
also quite outstanding. That part of 
the studio occupied by this collection 
of Chinese objects is a mass of color, 
well blended and truly a place where 
things of beauty and art harmonize. 

The Studio is divided into four 
rooms. One of the rooms is devoted 
to lamps, book-ends, ash trays, desk 
sets, mirrors, leather goods and 
bronzes. In another room is found 
Sheffield silver, and china plates, while 
in still another are displayed clocks 
and fine English Web rock crystal 
goblets. Another section is given 





over to the display of the Hunt service, created by Lionel 
Edwards, a fellow of the Royal Academy, London. Here 
are shown rare articles which are especially suitable as 
prizes for golf, hunting and other clubs. 


¢ HE Hardy & Hayes concern is extremely proud of 

this department and feels that it has proved a dis- 
tinct asset to the business. It has been arranged with 
care with the result that the entire department presents 
an attractive and pleasing appearance. 

The upper illustration is a view of part of the Orien- 
tal collection and, as will be seen, the concern makes ex- 
cellent use of some rare pieces of furniture and artistic 
lamps to give the department a “homey” look. In the 
lower view is shown a display of chinaware and clocks. 


Two Views of the Gift Studio of the Hardy & Hayes Co. 
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One sane gift for the 
May and June bride is an 
elaborate service plate. 
The body of the plate 
illustrated here is finished 
in ivory. The flowers are 
of varied colors and the 
border is of 22-karat gold 
with a stripe of green, 
yellow or blue inter- 
woven in the general pat- 
tern. It is indeed a splen- 
did $14 buy. 


Here is a $25 item which 
is far handsomer than its 
price would imply. Rest- 
ing on four dainty feet, 
three squares which set 
on each other support a 
four-branch candle lamp. 
The contrast of black and 
gold in the base is borne 
out in a very smart shade 
of black with a silver sjl- 
houette figure in each of 
the four. panels. 


CIRCULAR 


Market Gift Shopping 





February 20, 1939 


HE gift and art merchandise shown on 
these pages represents many of the newest 
and most attractive creations being offered in 
the New York market by manufacturers and im- 
porters. This merchandise. was selected by a 
“shopper” representing this publication as espe- 
cially suitable for gift sections in jewelry stores, 
In doing this THE JEWELERS’ CIRCULAR feels 
that it is rendering a real service. especially to 
those retailers who are frequently unable to visit 
the market centers and personally inspect the 
latest gift creations. It solves, in a measure, a 
problem which many jewelers face and which 
was emphasized recently by Dr. Harold A. Schiff- 
man of the Schiffman Jewelry Co., Greensboro, 
N. C., when he remarked that the greatest handi- 
cap jewelers encounter in maintaining their gift 
sections is their inability to pick up new items 
as soon as they are offered. 
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The extraordinary 
enamel colors of pre- 
dominating red with 
greens and blues of 











This imported vase seemed to 

me very graceful and a re- 

markable value, since it retails 

at only $4.50. It its of ame- 

thyst colored etched glass with 

a design left in pure crystal to 
show through. 








this rose bowl caught 
my eye. It is made 
of heavy brass, hand- 
chased,and stands 5% 
in. high. The retail 
price is $13.50. 






























Something new in coffee sets is represented in this 


delightful pewter collection. The charming conceit of 
the long spout on both the creamer and pot itself, as well 
as the general hand-work throughout, make this a charm- 
ing piece. This pewter set retails for $40 complete 


a ree SIE ae A OT tT TR ae PAR SI rE 


Here is a flower arranger which will hold a quantity 
of blossoms. In a heavy base are wire stems with rings 
on them, which can be twisted in any shape to suit the 
fancy of the person using them. This item, which is 
shown by itself in front of the box in which it is packed, 
is also demonstrated to show how practical it ts in a 
bowl. It comes in three sizes, ranging in price from 
$1.75 to $3.75 each, in green or pewter finish. 











February 20, 1930 THE JEWELERS’ CIRCULAR 65 


for the Retail Jeweler 








In the development of the gift and art section 
of this publication THE JEWELERS’ CIRCULAR is 
planning to publish a “shopping” series, pre- 
pared by a specialist situated in New York, who 
knows the gift trade and who has a keen sense 
of appreciation of the new things offered by 
manufacturers and importers. The items se- 
lected by the “shopper” will be illustrated and 
described in the Gift and Artwares Section of 
this publication every fourth week. This plan 
should meet with the approval of progressive 
jewelers who are constantly on the alert for new 
merchandise. THE JEWELERS’ CIRCULAR main- 
tains a department where our readers can ob- 
tain information about the new goods illustrated 
on these two pages and any other information 
relating to the gift section. 


These book-ends of snail 
motif in Brazilian onyx 
and black marble are one 
of the stellar modern ac- 
cessories such as are 
made by French dynamic 
artists. They are 6% in. 
high and are priced at 
$16.75 in Brazilian onyx 
and $12.75 in any other 
color marble. 














Here is a bronze finished 
desk set which holds two 
desk fountain pens. There 
is also a convenient pen- 
cil tray, and the set com- 























plete sells for $20. 
























With books more and more in 
vogue every day, the modern 
woman who reads as she runs 
will find this “Booksac” par- 
ticularly convenient. It has a 
handle by which to carry it, 
a snap fastener to keep it closed, 
and a silk ribbon book mark. 
This little item, which will 
gladden the heart of any book 
lover, retails for only $2.50. 
' 


' 











The smart and discriminating hostess 
will be delighted with this modernistic 
23-piece tea set, which comes in Colo- 
nial blue, yellow, or silver green. Any 
woman-who- entertains at all in her 
own home would be particularly de- 
lighted with this set, costing $12.50 
complete. 







These two little “scotties” hud- 
dling together, appropriately 
called “The Pals,” may be suit- 
able as a gift to either man or 
woman. They stand 8% in. 
high, are of composition in 
statuary bronze or several other 
colors, and retail for $9. 






















While looking around the other day for a man’s 
gift, I ran across the box shown herewith. It 
1s made of beautifully finished solid walnut and 
has a marquetry inlaid design on the cover. 
Three pint bottles in various colors, with eight 
liquor glasses, are set in their own particular 
grooves in the bottom of the box. Retailing 
at $25, this is a fine manly gift. The photo- 
graph shows this box both open and closed. 
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Manufacturers 


of 


Pewter, 

Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 





No. 1642. CANDLE No. 1642. CANDLE 


Fancy Colored 
Blown Glass 
No. A1098. ROLLED EDGE BOWL. 
13 inch, . P . 
15 inch. Che Pairpoint Corporation 


LINDFIELD DESIGN HPirew Bedford, Mass. 


AIA West QIOGs o ciseviccccsicsccss cde Yom Cy 
THIS DESIGN CAN BE SUPPLIED ON ANY OF OUR REGULAR 228 Coristine Building, St. Nicholas St....Montreal, Can. 
SHAPES. RN RE ion whos ie Saewceewsieeeee San Francisco 

















DRESDEN DECORATIONS 





ser: 


Dresden Decorations, selected for their feminine appeal, have been the charac- pav arz 
teristic Schumann motif for almost fifty years. @ 
Choice designs in floral clusters are expressed in natural, delicate tones, and 

évery dish bears the Schumann stamp. 


SCHUMANN CHINA CORPORATION 
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61 West 23rd St., New York City hrman 
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Gift Shows Open Next Week 


EW YORK will be the Mecca next week for 
NK jewelers and other buyers coming from all parts 
of the country to inspect and select merchan- 
dise to be shown at the gift shows to be held in the 


metropolis. 
From Feb. 24 to 28 the members of National Gift and 


George F. Little, under whose management the show 
will be conducted, stated that the exhibit will occupy two 
floors on which 100 concerns will display new and at- 
tractive gift merchandise gathered from all corners of 
the earth. 

Returning from Chicago on Monday, after conducting 











Art Association will exhibit 
at the Hotel Pennsylvania. 
The sponsors of this ex- 
hibit, who are bringing 
this show to New York for 
the third time, feel that 
with the selection of the 
Pennsylvania Hotel, where 
every modern convenience 
is offered to the visitor, 
this affair will outrank any 
similar event ever staged 
by the association. Among 
the list of those who will 
exhibit at the National 
Show appear the names of 
many of the leading gift 
and artwares concerns. 
This year every effort 
has been put forth by the 
National Gift and Art As- 
sociation to gather, under 
one roof, those items 
which will not only have 
the appeal of timeliness, 
beauty and novelty, but the 
appeal of profit as well. 
Buyers who attend this 
show will find a range of 
attractive items which is 
unusually broad and well 
in advance of the 1930 
trends. All lines are ar- 
ranged for the special con- 
venience of buyers in se- 
lecting complete stocks of 
the best selling and most 
profitable numbers—every- 








Important Facts To Be Deter- 
mined By a Thorough 
Investigation 


@ THe JeEwevers’ Circuuar has mailed out 
several thousand questionnaires on GIFTS 
and ARTWARES. These were sent to re- 
tail jewelers in all parts of the United States 
in the hope of being able to obtain a definite 
comprehensive expression of the present 
status of the Gift and Artware business among 
the retail jewelers. 


@ The facts developed by this questionnaire 
will be carefully studied and the findings 
made available to you at the earliest possible 
time, in a series of articles. 


@. It is hoped that each recipient of a ques- 
tionnaire will lend his assistance in making 
this investigation fully effective. The ques- 
tionnaire, although somewhat lengthy, is very 
complete and has been so arranged that a 
minimum of time is required to fill it in. 
Postpaid return envelopes are provided. 


@ If you have not received your copy of 
this questionnaire, let us know promptly so 
that another can be mailed. 


@ MAY WE HAVE FULL COOPERA- 
TION IN MAKING THIS INVESTIGA- 
TION A SUCCESS? 








a two weeks’ show of gift- 
wares in the Palmer House 
for the Eastern Manufac- 
turers and Importers As- 
sociation, Mr. Little stated 
that many of the buyers 
who visited this exhibit 
expressed enthusiasm over 
the forthcoming Art-in- 
Trade Show. Many of these 
buyers, it is expected, will 
come to the metropolis for 
the show at the New 
Yorker. In addition, jewel- 
ers and gift buyers from 
many large cities in the 
East will also attend the 
initial Art-in-Trade Show. 

There will be shown at 
this exhibit the newest 
creations in costume jewel- 
ry, china and glassware, 
lamps, leather goods, and 
many other articles of gift 
and art merchandise. For 
the convenience of visiting 
buyers the exhibits will be 
so arranged as to allow 
for a thorough and quiet 
inspection of all merchan- 
dise on display. 

Plans for this show have 
been in preparation for 
months, and in selecting 
the New Yorker the com- 
fort of visitors has been 
the uppermost thought in 
the minds of the sponsors. 








thing from the new, popular tinted shades in costume 
jewelry to the latest creations in household wares. 
After this show is closed the National organization 
will move its exhibit to Philadelphia, the organization’s 
native city, where a display of gift and artwares will be 
made in the Adelphia Hotel from March 3 to 7. The 
organization’s final show of the winter season will take 
place in the Parker House, Boston, from March 10 to 14. 


Art-In-Trade Show 


HE much-heralded Art-in-Trade Show is ready to 
make its bow in the metropolis next Monday at the 
Hotel New Yorker, Eighth Ave. and 34th St., where it 
will continue until Feb. 28. On the eve of the opening 





This hotel, opened less than two months ago, is 43 stories 
high and boasts of 2500 rooms. It is the tallest hotel in 
the world and the last word in hotel construction. 





Coty’s Gift Department for Jewelers a Success 


After a year in existence, Coty, Inc., reports that its 
jewelers’ gift department, organized to study the per- 
fume needs of retail jewelers and to cooperate with them, 
is a success. According to reports received by this con- 
cern, jewelers have found the handling of perfumes in 
their gift departments highly profitable. 

The demand among jewelers, according to Coty, Inc., 
is for moderate priced merchandise in which quick sales 
are made. 





| 
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ranhart 


in Cc 


Offers anew Ash IReceiverr 
in combination with a convenient 
holder for cigarettes 





No.T 334 Height 
12 inches Pats.Pend. 





Se 


= 225 Fifth Avenue, 
CATALOGUE TO AUTHO 


New York 
“RIZED DEALERS 





Unexcelled In Quality 
The Last Word in Style 
: Of. Exceptional Value 


This Applies to Our Ex- 

> tensive Line of Place 
Plates, Dessert or Salad 

DECORATION Plates—Short Lines and 
Open Stock Dinner Ware. 


Stocked in New York for 
Immediate Delivery 





Import Orders Solicited DRESDEN DECORATION—4326 


PAUL A. STRAUB & CO. 


105-107 FIFTH AVENUE 
AT 18th STREET NEW YORK 
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GLAS C15 ( your table 
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WHEN your customers ask you for candle- 

sticks you can offer with confidence those 
created of fine glassware by Heisey. Here is 
shown No. 135 candlestick, one of a large as- 
sortment of pleasing designs. There are also 
wide choices in flower bowls, complete lines of 
tableware and numerous items for occasional 
use in the home. 


A. H. HEISEY & CO., Newark, Ohio 
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There are also mary other cocktails, highballs, 
shakers and whiskey sets with the colorful hand 
painted animals. 


F. PAVEL & CO. 
15 West 37th Street 
| NEW YORK, N. Y. 


OWN GLASSWORKS TELEPHONE 
| BOR-HAIDA WISCONSIN 
CZECHOSLOVAKIA 8791 





Send for Our Latest Illustrated Leaflets 














Jewelry Repairmen, send for this 
important handbook 


The Jewelry Repairer’s 
Handbook 


By John G. Replinger 


Includes many valuable time and money-saving methods, 
ideas and recipes. Price, $1.25. 


Order a copy today. 


THE JEWELERS’ CIRCULAR 
239 West 39th Street NEW YORK, N. Y. 
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Very Timely Gift 


Decanter 
and «* 
6 Tumblers 
8 


Beautiful Rambler Rose 
Cutting Made in 
Old Rose or Green 


PRICE $1.00 per set. 





Ebenezer Cut Glass Co. 
Ebenezer, New York 


6 6, 68 EF, CF, EF 6 8 8 EF 














A valuable book for the Jeweler—especially 
if he seeks, or now enjoys, a large sale of old 
Silverware or reproductions 


OLD SILVER of 
EUROPE and AMERICA 


From Early Times to the Nineteenth Century 


By E. ALFRED JONES, M.A. 


The author has written many works on Gold and Silver. His book as 
per above title contains 376 pages, and 96 plates in Photogravure, 
showing nearly 400 specimens . .. many of them never before pub- 
lished. Handsomely bound in blue cloth, stamped in silver. Price 
$8.50. re is a book of especial value to the jeweler who is selling 
silverware in substantial volume—or would like to do so. To know 
your silver—is to sell more of it. For your better clients know that 
no antique is more beautiful than a piece of silver in the right en- 
vironment. Buying of Antique Silver and ordering of Antique Repro- 
ductions is a new vogue—increasing in popularity day by day. Mr. 
Jones in his book discusses the characteristic cups of the old guilds, 
the ecclesiastical, and best specimens from many countries. Relations 
between old English models and American Colonial copies . . . many 
other discussions and points about Old Silver are brought out; it must 
be remembered Mr. Jones has had access to the private collections of 
kings, clergy and collectors everywhere. Send your order for a copy 
to THE JEWELERS’ PUBLISHING CORPORATION, 239 West 39th 
St., New York. 
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Adelphia Hotel, 
Philadelphia, Pa. 
March 3rd to 7th, 1930 
Philip E. Ebb 
Alfred Fein 


No. 
No. 
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No. 3103 Bowl 
Diam. 8” Height 3%” 





Visie Our Display at Visit Our Display at 
The National Gift and Associated Eastern 
Art Show Exhibitors 
Room 1017 Room 435 


Hotel Statler 
Boston, Mass. 





Charles J. Paquette 
Charles Geanakos 





Solid Pewter Tea Service 
No. 3200/3156 


Sugar and Creamer with Tray 
Length 7%", Width 4%”, Height 3” 





Solid Pewter and Ebony Glass 


Smokers’ Articles 


3192—Ash Tray 
3193—Cigar Jar 


New York Salesroom 


Philip E. Ebb 


Room 516 
Fifth Ave. Bldg. 
New York, N. Y. 


No. 3182—Tobacco Jar 
No. 3185—Cigarette Jar 


Pacific Coast Salesrooms 
Sunderland & Miller, Inc. 


807 Title Guaraptee Bldg. 153 Kearney St. 
200 W. Sth Street 
Los Angeles, Cal. Cal. 


San Francisco. 
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M. W. CARR & COMPANY, INC. 


Manufacturers Since 1869 


West Somerville 


Massachusetts 
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Marck 10 to 14th, 1930 











No. 2000 at $12.00 per doz. 
“Jardiniere”’ 12 in. high; 3 in. 
wide. “Reflector” 6 in. wide. 


A Leader 
for 
Sales! 


A novelty that attracts 
customers and leads to 
other sales. Designed, 
mirrored jardiniere, 
containing silk tulips 
and set upon a mirror 
reflector which has a 
felt backing. Tulips 
obtainable in a variety 
of colors. Packed one 
set complete to a box. 


We carry a complete line of reflectors in 
assorted shapes and modernistic colors in 


sizes from 6 to 20 in. 


Order promptly from your jobber or 


write to us direct. 


Sample sent upon 


receipt of $1.00. Orders filled at once. 


NATHAN A. KRISCHER 


7 E. 17th St. 


New York City 





























MORGANTOWN 








A Wealth 
of Beauty 


is in this line 
of decorated 
stemware 


Gold decoration 


on a background 
of 


Ritz Blue— 
Truly Bohemian. 


The same decoration 


Ruby Glass 


approaches the deli- 
cate productions of 
Venice. When ap- 
plied to Ruby the 
decoration is known 
as “Venetian.” 


GLASS WORKS 


(Formerly Economy Glass Co.) 


Morgantown - 


W. Va. 


Our representatives cover the country. 
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NEW YORK NOTES 





William R. Senitt, jeweler, has leased 
a store at 367 W. 42nd St., at the north- 
east corner of Ninth Ave. 


Abraham H. Levy is now representing 
the Rialto Watch Case Co., manufactur- 
er and importer of watches, 29 Eldridge 
St. and 94 Canal St. 

Harold H. Gibson, president of the 
Zenith Watch Co., 64 W. 48th St., sailed 
last week on the DeGrasse for a visit to 
the concern’s factory in Switzerland. 


M. Schwartz of the Mohawk Novelty 


; 
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Co., 33 Union Square, is leaving Satur- 
day for a buying trip to the European 
markets and will be gone for two months. 


William Chalson, of the Chalson, 
Osborne Co., Inc., manufacturing jewel- 
ers, 125 Canal St., and his son, Jerry, 


are on a pleasure trip to Miami Beach, 
Fla. 


R. Hay, son of C. M. Hay, jeweler 
of Coshocton, Ohio, was a recent visitor 
to the offices of THE JEWELERS’ CIRCULAR 
on his way home from a trip to Miami, 


The Nonpareil Watch Case Co. has 
established headquarters in Room 409 at 
83 Canal St. Herman Singer is calling 
on the metropolitan trade in the interests 
of this concern. 


The Jeweler’s Twenty-Four Karat 
Club of New York will hold its regular 
monthly meeting in the Club Room, 15 
Maiden Lane, Wednesday, Feb. 19, at 
2.30 p. m. 

Alland & Finkel manufacturers of 
gold jewelry, 185 Park Row, have re- 
tired from business, their line and trade 
being taken over by Kimmel & Schenker, 
Inc., 125 Canal St. 

M. Ostrin, formerly of S. & M. Ostrin, 
is now connected with M. Ostrin, Inc., 
Manufacturer of platinum mountings, 


THE JEWELERS’ 


CIRCULAR 


71 





a 


ys | 


4“ ao 








brooches, bracelets, etc., 71 Nassau St., 
and will direct production for that firm. 

R. S. Robinson of R. S. Robinson & 
Co., wholesale jewelers, Pittsburgh, Pa., 
was in this city last week and while 
here was a guest at the Maiden Lane 
Outing Club banquet last Thursday eve- 
ning. 

A. Jaffe & Son, importers of diamonds 
and makers of diamond jewelry, 10 W. 
47th St., were incorporated as of Feb. 6 





and hereafter will be known as A. Jaffe 
& Son, Inc. The officers are I. Jaffe, 
president and secretary, and Milton L. 
Braun, treasurer. 

At a four-day sale held last week at 
the American Art-Anderson Association 
Galleries, an imperial carved white jade 
covered vase of the Ch’ien-lung period, 








Index to News and Special Articles 





Page 
Peer Gee le Ot TR i ii dcccideccecccen 21 
China and Crystal Ware for the Bride...... 22-23 
PE-Cvicae sé kerdadetesacuetnaiueeseds 24-25 
How a Woman Jeweler Conducts a Gift 
CES Ceca wdceceuatnaestdaeadatan andes 
Rules for Building Up Interest............ 27 
Net Profits Increased by This System...... 28-29 
A Chuckle in This Advertising Copy........ 30 
Bee Ge Ge DOUG ce vi cccccccececsceeucs 33 
Jeweler’s Merchandising Calendar........... 35 
ee ee Ce QIN so acces des ccceces 38-39 
Diamond Trade Returning to Normal....... 41 
Canadian Jewelers Hold Convention........ 43 
California Jewelers Hold Meetings......... 45 
Chicago Pluggers Elect Officers............ 47 
New York Gets A.N.R.J.A. Convention..... 47 
Maiden Lane Outing Club Enjoys Dinner... 49 
Nebraska Jewelers Plan for Convention..... 4g 
National Credit Jewelers to Convene in Phila- 
SEE Vase eaN eas cvue den dees ewe taenas 45 
Philadelphia Jewelers Club Prepares for 
ME Sh ceGeeeudeuwseuaekes Deeencecies 51 
Silversmiths’ Guild Launches Test Campaign 51 
“Red” Handleman Sent to Prison......... 51 
Notorious Chicago Bandit Released from Jail 53 
Alleged Bandits Caught in Birmingham..... 53 
eee a Ge IS obs 6- pace Kage davens 57 
SPE GR Be I as cc kd eve vcsusccs 57 
Death of Gammel Mahal oc ic cccccsccccce 57 
Bronx Jewelers Hold Annual Banquet...... 58 
ne Se” c caudedncensenagavetsheenne 59-67 


Location and Management of a Gift Section 61 


An Inviting Gift Studio. ........cccccece 63 
Gift Market Shopping for the Retail Jeweler.64-65 
Git Ghee Sk We Weties oc cicccccccscc 67 
Some Developments in Horology........... 79-82 


Patent Department 


ROM TUF METRDODOLIS 


was sold to E. Jackson for $1,050. E. 
Farmer paid $975 for a carved white 
jade incense burner. 

An involuntary petition in bankruptcy 
was filed on Feb. 10 against the Ibex 
Sales Corp., dealers in watches, 15 W. 
47th St., by the Weinstrum Watch Co., 
Inc., the Belove Watch Case Co., Inc., 
and the Liberty Watch Case Corp. Co., 
Inc., each with a claim upwards of $500. 

Max Stern of Max Stern & Co., im- 
porters of semi-precious stones, 17 John 
St., who was married on Jan. 5 to Miss 
Leila Eidlin, has just returned from an 
extended western trip. While away Mr. 
and Mrs. Stern made several airplane 
trips in which they visited a number of 
the principal cities. 

Harris I. Nirenstein, retailer, 4 W. 
57th St., filed a voluntary petition in 
bankruptcy on Feb. 10, his schedules 
showing assets of $4,793 and liabilities 
of $29,499. The former include stock 
in trade, $3,500; fixtures, $1,000; and 
debts due on open accounts, $293. In- 





cluded in the liabilities are secured 
claims, $115, and unsecured claims 
amounting to $29,384. 

Alfred M. Gouldon, Julius Goldberg 
and Irving Goldberg, who were formerly 
affiliated with the La Salle Jewelry Mfg. 
Co., Inc., have organized the Golbro 
Mfg. Co., Inc., 36°W. 47th St., and will 
engage in the manufacture of diamond 
jewelry. Charles Williams, well known 
as an expert in jewelry creations, will 
head the new organization’s designing 
department, while Julius Goldberg, who 
formerly had charge of manufacturing 
for the La Salle Jewelry Mfg. Co., will 
act in the same capacity for the Golbro 
Mfg. Co., Ince. 

The Jewelers Club members, their first 
evening party on Feb. 10 having proved 
a distinct success, are now looking ahead 
to the next function, the date and nature 
of which the entertainment committee 
has not yet revealed. Thirty-five mem- 
bers were at the “stag” affair which 
featured a special dinner followed by 
native entertainers and a card party. 
The committee in charge comprised M. 
J. Stein, chairman; Jesse Rogers and 
Dave Weissberger, while seated on the 
dais at the party were the following 
members of the executive committee; 





(Continued on page 73) 
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Leonard Katz, president; Barney Robin- 
son, Walter Lampl, Jesse Rogers, M. J. 
Stein, Ben Cohen, Jerome Richheimer, 
and Herbert Kreidelsheimer. Some 20 
applications for membership were con- 
sidered and on the group’s final admis- 
sion the facilities of the club will be 
enlarged, it was announced. 

A. G. Pape is now covering the south- 
ern territory with a line of watches and 
clocks for the firm of Max S. Greenwald, 
Inc., 48 W. 48th St. 

Harry Larter, of Larter & Sons, 15 
Maiden Lane, is enjoying a brief rest at 
Atlantic City, where he is stopping at 
the Marlborough-Blenheim. 

Stephen Varni, of 15 Maiden Lane, 
and Mrs. Varni returned to this city 
several days ago on the Algonquin after 
an automobile tour in Florida and the 
South. 

William T. Schneider, wholesale dealer 
in watches, 170 Broadway, returned to 
this city last Saturday after a pleasure 
trip to Palm Beach and Miami Beach, 
Fla., and Hollywood, Cal. 

Joseph Altschul, wholesale jeweler, has 
removed from the third floor of 37 
Maiden Lane to larger quarters in Room 
81 in the same building. Alfred Alt- 
schul, representing the firm, is leaving 
soon for a trip through the West. 

The J. F. Apple Co., Inc., Lancaster, 
Pa., has opened a New York office at 55 
W. 42nd St. John A. McCarthy, form- 
erly president of McCarthy & Simon, 
will be in charge. Mr. McCarthy has 
been connected with the school equip- 
ment business for a period of 10 years. 

Charters of incorporation were re- 
cently granted at Albany to the follow- 
ing firms in the local jewelry trade: 
Wesselton Diamond Co., Traders in 
Treasures, jewelry; Goodfriend Bros., 
Morse Bros., C. A. Jakobb Co., A. Jaffe & 
Son, Henex Watch Corp., M. Ostrin and 
Schneider-Voorhees. 

Jacob Stupack, formerly of 93 Nassau 
St., will be located in larger quarters 
at Room 22, 105 Canal St., on and after 
Feb. 20 where he will manufacture a 
complete line of sterling silver and gold 
cameo brooches for the wholesale trade, 
and also deal in diamond mounted 
jewelry, and a line of novelty jewelry. 

Murray A. Lang, of Samuel Lenkow- 
sky & Sons, importers of diamonds, 10 
W. 47th St., who left for Europe the 
early part of January on his honeymoon, 
arrived home on the Bremen last Tues- 
day night. While abroad Mr. and Mrs. 
Lang visited the diamond centers and 
several of the prominent resorts on the 
Continent. 

The announcement published in these 
columns recently calling attention to the 
fact that Harry Davis has resigned his 
position with Stern & Stern, manufac- 
turing jewelers, has caused some con- 
fusion in the minds of many friends 
of William H. Davis, vice-president of 
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the concern. It should be mentioned that 
the latter is still associated with Stern 
& Stern. 


It was erroneously stated in these 
columns last week that Louis Horowitz 
was acting as attorney for John F. 
Paulis and Dominick Pintavalli, to whom 
a deed of trust was executed recently 
by the Alstan Co., wholesale dealer in 
silverware and jewelry, 130 W. 42nd St. 
As a matter of fact Goldman & Frier, 
15 Maiden Lane, are the attorneys in 
this matter. 


Sol Reichgott, newly elected president 
of the Metropolitan Retail Jewelers As- 
sociation announced several days ago 
that the organization has secured the 
services of a certified accountant to as- 
sist the members in making out their 
income tax reports. This service is free 
to members, who are advised to bring 
their income tax blanks to the next meet- 
ing of the association. 

The old Corn Exchange timepiece 
standing for 40 years on the sidewalk 
in front of the Corn Exchange Bank 
Branch at 303 W. 42nd St., was wrecked 
Tuesday by a truck which mounted the 
curb and knocked the huge clock from 
its base. The wreckage was later ex- 
amined by Edward J. Sturtevant, expert 
for the Seth Thomas Clock Co. The 
bank will replace the clock. 

The Jewelry, Leather and Fancy 
Goods Salesmen’s Association held its 
annual banquet last Saturday evening 
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at the Hotel Astor, 400 members and 
guests being present. As usual, Eli J. 
Danzig and his orchestra entertained 
the salesmen and their friends during 
the serving of the dinner and after- 
wards when dancing was enjoyed. The 
only speech made was a brief address 
of welcome rendered by President Lester 
Each lady present received 
a handsome make-up box. 


The Diel Watch Case Co., 309 Grand 
St., has consummated negotiations for 
the lease of the spacious eighth loft at 
395 Fourth Ave. This is a large modern 
building at the South East corner of 
Fourth Ave. and 28th St. The entire 
manufacturing plant and the executive 
and sales offices will be housed there at 
an aggregate rental at $125,000 for a 
long period of years. The moving 
actually will take several months to 
complete. Modern machinery and scien- 
tific apparatus are being installed at 
the new home of the Diel Watch Case Co. 

Herbert H. Dillingham of N. H. White 
& Co., 21 Maiden Lane, and Miss Helen 
N. Bankes were married last Saturday 
at the home of the latter in Nyack, N. Y. 
The ceremony was performed by the Rev. 
T. M. B. Nichols of the Presbyterian 
Church in Nyack, of which the bride is 
a member. Mr. Dillingham is well 
known in the jewelry trade and is a 
member of the executive committee of 
the Jewelers Security Adliance and also 
of the Adjustment Committee of the 
National Jewelers Board of Trade. 
Upon their return from their wedding 
trip Mr. and Mrs. Dillingham will reside 
at 40 Evergreen Place, East Orange, 
N. J. 

Rowe’s, Inc., 34 Park Row and 239 
Broadway, jewelers, purchased all the 
jewelry offered at the auction sale held 
at the office of the United States Mar- 
shall last Friday for a total price of 
$23,325. The merchandise had been for- 
feited to the United States for violation 
of the Customs Laws and was sold in 
four lots, each of which went to Rowe’s. 
The first sale, composed of 1317 watches 
and watch movements, sold for $3,925; 
the second, consisting of one case of 
watches and watch movements, for $8,- 
100; the third, an unset diamond of .94 
carats, 49 diamonds of 11.61 carats, 101 
unset diamonds of 10 carats and 299 
unset diamonds of 17.81 carats for $3,- 
675, and the fourth, 41 diamonds of 20.04 
carats, three of 3.72 carats, 26 of 13.06 
carats and one of .63 carats, these last 
going for $7,625. 








August J. Jaeckle, 198 Ocean Ave., 
Jersey City, N. J., in which vicinity he 
has conducted a retail trade since 1890, 
has severed partnership with his brother, 
Edward. They were engaged in business 
together since 1892. In 1912 August J. 
Jaeckle opened a branch store on Jack- 
son Ave., Jersey City and with this 
separation Edward Jaeckle will take 
control of the latter store. He will have 
his son, associated with him. August 
J. Jaeckle will sail for Europe in the 
spring. 
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PHILADELPHIA 


Theodore Beck, manufacturing jewel- 
er, for several years at 706 Chestnut St., 
has moved his office and plant across the 
street to No. 709. 

A meeting of officers and directors of 
the National Wholesale Jewelers Associ- 
ation will be held at the executive offices 








at Arch and Fifth Sts., here, Friday 
of this week, when a number of im- 
portant matters will be discussed. 


The Gensler Lee Co. has leased the 
ground floor and part of the mezzanine 
story of the building at the northeast 
corner of Chestnut and 138th Sts., and 
after extensive alterations will open a 
retail jewelry store there. 


A new charter under Pennsylvania 
laws has been obtained for the well 
known retail jewelry firm of S. Kind & 
Sons, with Frank Kind, president; Oscar 
Kind, treasurer, and Philip Kind, secre- 
tary. 

Israel Rosenblum, son of David Rosen- 
blum, treasurer of Rosenblum Bros., Inc., 
715 Sansom St., has just received his 
B.S. in Commerce degree from Temple 
University. After a trip to Florida, 
Mr. Rosenblum, Jr., plans to enter the 
firm Rosenblum Bros., in the capacity 
of accountant and credit manager. 

One of the most interesting charac- 
ters in Philadelphia’s jewelry life passed 
on in the death of John C. Carroll, in 
Misericordia Hospital after a long ill- 
ness. Mr. Carroll was a silversmith 
but all his work was done for Mr. Stotes- 
bury, head of Drexel & Co., bankers, by 
whom he was employed to look after the 
Stotesbury gold and silver plate and 
other valuables of that nature. He was 
active in Democratic politics in South 
Philadelphia for many years. 

A retail jewelry landmark on S. 
Eighth St. will be shifted in location 
between now and March 1, when the 
store of Charles H. Dean will be moved 
from 119 on that street northward to 
101. The business was established at 
the present location in 1908 by the late 
Charles H. Dean and has been continued 
by ‘his successors. The new store will 
be of the most modern type, both in 
arrangements and fittings and will carry 
on the Dean tradition in a modern 
atmosphere. 

The Sansom Street Business Men’s 
Association, with Irving H. Margolis, as 
live wire secretary, is becoming increas- 
ingly active. New members are being 
sought with the objective of enrolling 
every jeweler in the wholesale jewelry 
district in the organization. To further 
this campaign a luncheon will be held at 
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the Hotel Walton on Wednesday, Feb. 
26, when plans for a drive will be dis- 
cussed. Because of the agitation for a 
more liberal Sunday for Philadelphia, 
absence of which has been felt by the 
jewelry trade as well as other lines, the 
association has sent out a questionnaire 
to all its members asking their views 
on the issue, which was raised by Mayor 
Mackey in his campaign regarding 
the 1794 Blue Laws. While there is no 
question as to how the great majority 
of the members stand on the question, it 
was felt better to have their opinions 
voiced through the questionnaire, the 
result of which will be sent to the Mayor 
and the Philadelphia Progress Com- 
mittee. 








PROVIDENCE 


Harry Katz, doing business as Katz 
Bros. has been granted a discharge in 
bankruptcy by the United States Dis- 
trict Court here. 

The J. & R. Mfg. Co., 60 Richmond 
St., is a new concern doing spray enamel- 
ing for the manufacturing trade on all 
kinds of jewelry. 

Jewelry buyers reported in Providence 
and vicinity during the past week in- 
cluded the following: Miss Cooper, Gim- 
bel Bros., New York city; Mr. Foster, 
Samstag & Hilder Bros., New York city; 
H. L. Hall and W. L. Gross, the Chicago 
Case Mfg. Co., Chicago; Miss Moore, 
Schellingberg Department Store, Phila- 
delphia; Mr. Gerson, Bishop Gerson & 
Co., Pittsburgh, Pa.; C. M. Brahan, A. 
& J. Plaut, Cincinnati; and Mr. Birn- 
baum, Birnbaum & Kasper, San Fran- 
cisco, Cal. 

Charles Silverman and _ Archibald 
Silverman were hosts to the Factory 
Council of Silverman Bros., at a dinner 
given Saturday evening at Narragansett 
Hotel, nearly 30 guests being present. 
The chairman, G. Leon Silverman, ad- 
dressing the Council, thanked the mem- 
bers of the firm for their thoughtfulness 
in entertaining the Council and also 
thanked the members for their coopera- 
tion and good will. Other speakers dur- 
ing the evening were Messrs. Silverman 
after whose addresses a program of en- 
tertainment was enjoyed. The Factory 
Council is composed of the department 
supervisors. 

William Henry Blaine died at his 
home, 292 Pontiac Ave., last Saturday 
after an illness lasting several months. 
He was a native of Scotland where he 
was born Dec. 31, 1856. Mr. Blaine came 
to this country in his early years and 
spent most of his boyhood at South- 
bridge, Mass., but had been a resident 
of Auburn for the past 30 years. He 
was a jeweler by trade. and for a few 
years carried on a manufacturing 
jewelry business in this city but for 39 
years was associated with the W. R. 
Dutemple Co., from which he retired five 
years ago. Deceased is survived by his 
widow, two sons, three daughters and 
eight grandchildren. 
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BOSTON 





Howard Wright, distributor of Com. 
munity plate, has leased a larger office 
opposite his showrooms in the Province 
building. 

John Perry of Norling & Bloom was 
injured by an automobile last week and 
had to be treated at the Emergency 
Hospital. He was struck by a car on 
Bromfield St. 





A settlement of 40 cents on the dollar, 
payable 20 cents in cash and the balance 
of 20 cents in notes, has been made by 
M. Kauffman & Son, jewelers and pawn- 
brokers, this city. Creditors, it is under- 
stood, have accepted this offer. 


ATTLEBOROS 


Mr. and Mrs. James P. Black left last 
Friday morning for Florida making the 
trip by automobile. 

Plans were disclosed the past week for 
razing the Bushee building, one of the 
oldest of the Attleboro jewelry manufac- 
turing structures, built in 1876 and for 
the erection of a $35,000 modern build- 
ing for other purposes. 

While Edward L. Gowen, jewelry 
manufacturer, and Mrs. Gowen were 
speeding homeward after a month’s 
absence, fire swept their residence at 
228 County St., Attleboro, on Sunday 
causing damage estimated at $10,000. 
An overheated furnace in the cellar was 
the cause of the blaze. 

A frozen sprinkler in the S. O. Bigney 
Co.’s jewelry factory on County St., 
caused damage of several hundred 
dollars Sunday night when a pipe burst 
and flooded part of the building with 
water. The damage was principally to 
the stairway in the rear of the building 
and in the section occupied by Thomas 
Brennan, enameler. 

Woodward Booth, manager of the 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association, address- 
ing the members of the Attleboro Lions’ 
Club at its weekly luncheon last week, 
emphasized the fact that a duty of 110 
per cent on jewelry will not cut off the 
importation of the numerous articles 
which come to this country from Euro- 
pean and other nations, but it will pro- 
vide an admirable tonic for the manu- 
facturing jewelry business in Provi- 
dence, the Attleboros and other jewelry 
centers if Congress adopts the schedule 
in the pending tariff bill. Mr. Booth 
summarized the need of protection by 
tariff for the jewelry industry and gave 
an interesting and instructive talk on 
what the association represented by him 
has done in connection with tariff legis- 
lation during the past quarter of a4 
century. 
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CHICAGO NOTES 


Jack Russell, buyer for Butler Bros., 
is spending some time in Florida recuper- 
ating from a severe illness. 

Henry W. Dornbos recently associated 
himself with J. I. Rudolph & Co., as a 
salesman. Mr. Dornbos was for many 
years connected with Sproehnle, Inc. 





George Reese, merchandising man for 
Montgomery, Ward & Co., and “Jim” 
Blackburn, silver buyer, have completed 
a business trip through the East where 
they visited factories. 

Fred Kluth, buyer for the Fair and 
Miss J. Laquoia, associate buyer, are 
spending several weeks in New York 
and the East looking over the markets 
in search of new spring merchandise. 

Robert W. Bolles, of the Wm. A. 
Rogers, Ltd., was in Chicago last week 
renewing old acquaintances and visit- 
ing at the local offices of the concern in 
the Silversmiths building. 

The bankrupt stock of Atz Bros. was 
sold last Thursday by Tauber’s for 
Buehle, the receiver and about $9,000 
was realized. This was considerable 
more than the original bid. 

W. E. Dreyer, recently severed his con- 
nections with the Elmer Richards Co., 
and has been succeeded by R. M. Fried- 
man. Mr. Friedman, who is well known 
to the trade, was formerly in the whole- 
sale business for many years. 

Emil Braude, of Emile Braude & Sons, 
left last week for Miami Beach, Fla., 
where he will join Mrs. Braude who has 
been sojourning there for about a month. 
Mr. Braude will remain there until 
April. 

Atz Bros. have incorporated under the 
laws of Illinois as Atz Bros., Inc. They 
will occupy their old quarters in suite 
800 Heyworth building, and operate as 
Wholesale jewelers. This new business 
was opened as of Feb. 15. 

The Holsman Co., wholesale jeweler, 
Occupying space on the third floor of the 
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Mallers building, has leased two rooms 
adjacent to its present quarters. The 
wall will be broken through within the 
course of the next week. 

Isadore Drechsler, passed away at his 
home last week after a short illness. 
Mr. Drechsler had been out of the 
jewelry business for over six years, but 
prior to that time was connected with 
H. P. Epstein, retail jeweler located in 
the Hartford building. 

William McGeachie, of McGeachie & 
Holdsworth, Winnipeg, stopped off in 
Chicago last week to visit with friends 
enroute to Toronto, where he went to 
attend the convention of the Canadian 
Jewelers’ Association. He was accom- 
panied by several jeweler friends. 

H. I. Jacobs, Chicago manager for 
Hamilton & Hamilton, Jr., left Monday 
evening for the North West and will be 
away for three weeks. Mr. Jacobs 
spent two weeks at the Palmer House 
where he conducted a display at the gift 
show. 

W. T. Earl, salesmanager for the 
Oneida Community, spent several days 
of the past week in Chicago visiting at 
their Chicago offices and calling on many 
of his friends. R. R. Colway, of the 
Oneida sales force, left last Sunday 
night for his western trip and will be 
away for several weeks. 

Mrs. Noble, Miss Dorothy Keene and 
F. H. Noble, of F. H. Noble & Co., left 
the latter part of January to spend the 
winter months in California. They are 
stopping temporarily at the Mission Inn 
in Riverside, and intend to visit other 
points of interest in California, before 
returning to Chicago. 

Harry Deutsch, representing the Ham- 











mel, Riglander-Pennant Corp., stopped 
off in Chicago last week to call on Emil 
Pick, Chicago manager for this concern, 
and to visit with many of his friends. 
Mr. Deutsch completed a business trip 
through the West going as far as the 


Pacific Coast. He is on his way to the 
home offices in the East. 

Nathan Kahn, jeweler, 2508 W. Divi- 
sion St., and his clerk, Harry Fiegen, 





were putting jewelry in the safe last 
Wednesday evening when three armed 
bandits entered the store. Upon seeing 
the men Kahn and Fiegen fled through 
the back door. Their hasty exit so af- 
fected the bandits that they too fled, 
without taking any loot. 

Frank Moran, Chicago manager for 
the J. F. Sturdy’s Sons Co., and family, 
Ed. Cain, wholesale jeweler and Mrs. 
Cain, Oscar Lessing of the Israel-Lessing 
Sales Co., and Mrs. Jake Levin and 
family, left last week for Miami, where 
they will remain for some time resting 
and enjoying golf. The men will return 
to Chicago within the next three weeks 
but their families will remain for a 
longer period of time. 

Ira D. Perry, Jr., son of a wealthy 
Chicago automobile lock inventor, was 
refused parole last week by the State 
Board of Pardons and Paroles. He is 
serving a life sentence for the murder, 
in 1922, of William Schaller, watch- 
maker for William F. Lehmann, 3357 W. 
North Ave. Perry’s attorneys asked for 
a parole on the ground that the State 
had originally agreed to give Perry a 14 
year sentence. The State’s Attorney’s 
office opposed clemency for the slayer, 
who was a member of the so-called 
Devon gang which robbed many jewelers 
and committed several murders. 

Announcement was made in the trade 
last week that the Friedman Ring Co., 
Inc., had succeeded to the business of 
Friedman Bros., located at 35 E. Wacker 
Drive. In addition to taking over the 





(Continued on page 76) 








76 


CHICAGO NOTES 


(Continued from page 75) 











assets of Friedman Bros., the new com- 
pany has put considerable more capital 
into the business and installed new ma- 
chinery and equipment. They will con- 
tinue to produce plain and engraved 
wedding rings as before and have added 
a complete line of diamond wedding 
rings for the wholesale trade. Albert 
J. Friedman, former owner of Friedman 
Bros., is president and manager of Fried- 
man Ring Co., Inc. 

On Sunday morning an alarm was 
sent in from the Kranz building, one of 





the oldest buildings in Chicago, housing 
many jewelers. Fire broke out on the 
third floor and completely burned out 
the back end of the building. Peterson 
& Martell, who occupy space on the fifth 
floor and Al. Hanson, jeweler, Tom 
Cronin, engraver, John Becker, designer 
and R. Hanson, watchmaker, who occupy 
a room on the sixth floor, were com- 
pletely wiped out. All of these concerns 
will continue business in other quarters 
of the building. 

A. J. Louzon is now associated with 
the sales force of Benj. Allen & Co. He 
succeeds John Jacobson through Illinois. 
Mr. Louzon has been connected with the 
jewelry industry for many years. Benj. 
Allen & OCo., announces that A. B. 
Croessmann and R. E. Redeker are now 
associated with them as representatives. 
Mr. Croessmann, who was formerly as- 
sociated with his father, Henry Croess- 
mann, retail jeweler at Duquoin, IIl., 
will call on the retail trade through 
Kansas. Mr. Redeker was at one time 
in business for himself in Chicago as a 
representative of the Allen concern, and 
he will cover Missouri and Oklahoma. 
Both men left for their territories last 
week. 

The Illinois State Society of Optome- 
trists, held its 22nd annual convention 
last Monday and Tuesday at the Con- 
gress Hotel. Monday and Tuesday were 
devoted to lectures, and Monday evening 
the business meeting was held. A 
dinner dance held Tuesday evening was 
the closing event. Officers elected in- 
clude: Harry E. Pine, president; Charles 
O. De Moure, Peoria; Eric G. Tavs, Chi- 
cago; O. H. Bersch, Chicago; A. E. Nor- 
bury, Chicago and Harry C. Paul, Chi- 
cago, vice-presidents, and William B. 
Irvine, Springfield, secretary-treasurer. 
Those selected to serve on the executive 
council for two years are as follows: 
John De Moure, Peoria; George Mc- 
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Graham Dixson; Lloyd K. Wyatt, 
Peoria; Charles R. Lenz, Springfield; 
George Weatherby, Decatur, and Russell 
Oplinger, Decatur. 


EVANSVILLE 


Within six weeks or two months many 
of the mussel shell camps along the 
rivers in southern and central Indiana 
will be in operation and a very good sea- 
son is looked for. A good many men 
will find employment in this industry 
this year. 

Local retail jewelers report trade has 
been holding up very well for several 
weeks past and with the coming of 
spring weather, it is expected there will 
be a marked improvement. General 
trade conditions in Evansville are on the 
upward grade and collections have im- 
proved some. 

Floyd Nester, member of the retail 
jewelry firm of Heinzle and Nester at 
Boonville, Ind., and mayor of that city, 
was at Indianapolis on Tuesday and 
Wednesday of last week and attended 
a meeting where an organization of 
Democratic mayors was effected. 

E. J. Welp, retail jeweler at Hunting- 
burg, Ind., and his wife, together with 
Mrs. Fred Brendle and Mrs. Edith Hobbs, 
had a thrilling experience when the auto- 
mobile in which they were riding a few 
days ago was blown off the road by the 
wind. The car was completely turned 
over and landed in a large ditch. Luckily 
no one was injured except for a few 
bruises. The accident occurred on the 
Evansville and French Lick Highway 
near Evansville. Another car, 50 yards 
ahead of the Welp car, met with a simi- 
lar accident. 

Kruckemeyer & Cohn, jewelry and 
optical store, 407 Main St., have leased 
the building at 321 Main St. and follow- 
ing an extensive remodeling program 
will establish the business there, accord- 
ing to an announcement by D. M. Cohn. 
The building, comprising three stories 
and basement, will undergo improve- 
ments, including a new metal store front. 











‘The interior will be redecorated and new 
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fixtures will be installed. Building in. 
provement plans will provide for estab. 
lishment of jewelry and optical depart. 
ments in the first story, art and silver. 
ware department on the second floor 
and repair shop and storage rooms op 
the third floor. 








DETROIT 


The Heidenreich Jewelry Co., Jackson, 
Mich., has recently been incorporated, 
The capital stock is $25,000. The owners 
are Leland W. Heidenreich, Janette 
Heidenreich and Edward R. Morrey, all 
residing in Jackson. 

Hermann Hiss, Bay City, Mich., while 








in Detroit last week announced that he 
is preparing to erect a new store, which 
will give him more space and an oppor- 
tunity to carry a considerably increased 
stock. Mr. Hiss has been in business in 
Bay City for many years. 

William A. Rorke, of Saginaw, was 
elected president of the Credit Bureau 
Managers of Ohio, Indiana, Pennsyl- 
vania and Michigan, at the recent con- 
ference held in Toledo, Ohio. Earl 
Wright, of Ionia, Mich., also was elected 
secretary and treasurer. 

General business conditions are better 
and after the first quarter of 1930 the 
favorable reaction will be more notice- 
able, is the opinion of, Justin H. Edger- 
ton, of New York, president of the Na- 
tional Retail Credit Association, who was 
in Grand Rapids, Mich., on Feb. 12. He 
added that the first three months of 1930 
will continue to require an aggressive 
policy on the part of business men. 








OMAHA 


J. M. Beach, formerly in business at 
Sidney, Iowa, has opened a _ jewelry 
store at Hamburg, Iowa. 

E. D. Willard has taken over the 
Swanson jewelry store at Genoa, Neb. 
He was formerly postmaster at Genoa. 

The Jewelers Guild of Omaha and 
Council Bluffs met Thursday evening, 
Feb. 13, and appointed standing com- 
mittees for the year. 

J. P. Byrne of the Byrne-Duff Jewelry 
Co., Omaha, has returned from a two 
weeks’ trip in the East during which 
time he visited factories and firms with 
which he does business in Bridgeport, 
Oneida, New York, Providence, the Attle- 
boros, and Philadelphia. He stopped off 
at Chicago on his return trip. 
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MILWAUKEE 





The Oconto Jewelry Co., Oconto, Wis., 
recently purchased by Mr. Sharp, is 
holding an auction sale and will dispose 
of its entire stock in this manner. The 
store is in the same location as the 
former Tisher jewelry store. 

Le Roy’s Credit Jewelers’ will open 
for business at 223 N. Washington St., 
Green Bay, Wis., between March 1 and 
7, it has been announced by Raymond 
Goodman and Lloyd Schaper, who until 
recently were in business in Oshkosh. 

George H. Kelly, 51, of Neenah, Wis., 
counsel for the American National Re- 
tail Jewelers’ Association since 1916, 
died Saturday afternoon, Feb. 8, of heart 
disease. Funeral services were held 
Feb. 11. Mr. Kelly was born Oct. 10, 
1879, at Menasha, the son of Mr. and 
Mrs. Edward H. Kelly. Survivors of 
Mr. Kelly are his widow, two sons, and 
two sisters. 


Henry B. Lobb, jeweler, Fond du Lac, 
Wis., has become associated with the A. 
H. Denker Co. and will have charge 
of a watch and clock repair department 
which the company has organized. Mr. 
Lobb was in the retail jewelry business 
at North Fond du Lac for 20 years, and 
for several years was employed by the 
John P. Hess Co. The Denker company 
has recently broadened its service by 
engaging in the retail jewelry business. 
For many years the concern was en- 
gaged in manufacturing and_ whole- 
saling exclusively. 








SAN FRANCISCO 





Mr. and Mrs. George Myers were here 
recently on a trip which combined pleas- 
ure with purchasing. 


E. C. McKeen, Coast representative 
for the Waltham Watch Co., has re- 
turned from a visit to the factory. 


Leo H. Winterbowers, proprietor of 
the Excelsior Jewelry Co., 1752 W. 
Seventh St., Oakland, Cal., has filed a 
voluntary petition in bankruptcy. Assets 
are estimated at $11,000 and liabilities 
at $14,000. 

The traveling salesmen of A. I. Hall 
& Son have completed their lines and 
are out on their spring trips. Harold A. 
Hughes has been transferred from the 
East bay territory to the diamond de- 
partment at the home office. 

Fred L. Lee & Co. have been appointed 
sales distributors for the Ralph Ring 
Co. of Providence, R. I., maker of cos- 
tume jewelry and also a line of sterling 
silver, real stone-set rings. Fred L. Lee 
Sr., and Fred L. Lee, Jr., recently re- 
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turned from a trip covering the Coast 
and Salt Lake City. 

Samuel Hawkes, president of T. G. 
Hawkes & Co., after spending 10 days 
in this city and sponsoring an exhibit 
of glass manufactured by his company, 
left for southern California on Feb. 13. 
The exhibit was held at the St. Francis 
Hotel here with the assistance of the 
Edson Adams Co., Coast representative 
for T. G. Hawkes & Co. It is planned 
to hold a glass exhibit in Los Angeles 
probably at the Biltmore Hotel. 

Ivan L. Smith, Pacific Coast manager 
for the Oneida Community, Ltd., left 
his San Francisco office in time to wel- 
come G. Wayland-Smith, vice-president 
and director of sales in Los Angeles. 
Mr. Wayland-Smith who was accom- 
panied by his wife, left the East on 
Feb. 10. After calling on the trade in 
southern California, they will come to 
San Francisco for about two weeks and 
will later visit the larger cities of the 
North West. 


Frank G. Mooney, jeweler, Marysville, 
Cal., was here recently on a buying trip, 
and expressed the opinion that condi- 
tions appear favorable for the coming 
year. Other out-of-town jewelers here 
on buying trips recently include: Mr. 
and Mrs. Ben Levy, Newman, Cal.; F. 
W. Frisch, Healdsburg; A. G. Prouty, 
Napa; Frank Lovegood, of the George 
E. Bangle Co., Vallejo; L. A. Peck, 
Merced; J. G. Heermance, Modesto; Mr. 
and Mrs. A. J. Wilkinson, Tracy; S. A. 
Miller, Crescent City, Cal; E. S. Edises, 
Reno, Nev.; and Mrs. F. W. Bertram, 
Marshfield, Ore. The Bertrams have 
just opened a jewelry store in Klamath 
Falls, Ore. 








LOS ANGELES 





Klein & Weiner, manufacturers’ rep- 
resentatives, have opened offices at 524 
Metropolitan building. 

N. Licht, dealer in diamonds, has 
moved from 500 Metropolitan building 
to 712 Title Guarantee building. 

R. T. Drumtra, watch repairer, has 
moved from 901 Title Guarantee build- 
ing, to room 904, where he has more 
space. 

C. B. Dunn is now located at 2161% 
W. Washington boulevard, having aban- 
doned his old store at 2189 of the same 
thoroughfare. 

Morris P. Silver, diamond setter, has 
removed from 712 Title Guarantee build- 
ing, to Suite 715 in the same building. 
Sam Hurwitz is occupying space in the 
same suite. 

Jack Roth, western representative for 
the Savoy Watch Co., New York, has 
returned from an extended trip through 
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the territory embraced in the Denver- 
West District. 

J. P. Spitzel has opened a diamond 
importer’s office in the Title Guarantee 
building. Mr. Spitzel was formerly a 
member of the firm of Spitzel Bros., An- 
twerp, Belgium. 

The C. & E. Marshall Co., with head- 
quarters in Chicago, will remove its 
business from 504 Title Guarantee build- 
ing, to the sixth floor of the Metropolitan 
building, as soon as alterations are made. 

Aberth & Weitschat, engravers for the 
trade, ‘Title Guarantee building, are now 
operating under the name of the Jewel- 
ers Engraving Co. The concern also 
has a shop at 903 Metropolitan building, 
formerly operated by Mr. Aberth. 

W. B. Sunderland, president of Sun- 
derland & Miller, has gone to the firm’s 
San Francisco office and while away 
will visit the Bay Cities. He will go 
from there to the North and will not 
return here until about Thanksgiving 
Day. 

B. G. Anderson, wholesale jeweler, 
Chester Williams building, who has been 
confined to the house with appendicitis 
had an operation performed Feb. 12, and 
is now fast recovering. He will not be 
able to return to his office before two 
weeks. 

Murray Kreiss, general salesmanager 
for the National Silver Co.’s Pacific 
Coast headquarters, 860 S. Los Angeles 
St., is on a trip to San Francisco, Port- 
land and Seattle. If results obtained 
warrant, a branch will be established, in 
either Portland or Seattle. 

Guy Lauderbaugh, for many years 
with Armer & Brown, jewelers’ mate- 
rials and supplies, now in the control 
of the C. & E. Marshall Co., has pur- 
chased the business of F. B. King, 
jeweler, Redlands and took possession 
the latter part of January. 

Moody Bros. have perfected an appeal 
in the case of a pawnbroker who ad- 
vanced money on a diamond, the posses- 
sion of which caused the man pawning 
it to be convicted of wrongful conversion 
of property. The money lender refused 
to turn back the stone and on a suit 
being instituted was allowed to keep the 
stone, provided the convicted pledger 
paid to Moody Bros. $550, the value of 
the diamond. The latter was placed on 
probation with the payment of the 
money as one of the conditions. Al- 
though a year has elapsed the convicted 
man has not paid Moody Bros., any 
money so the latter firm brought thé 
man on probation into court. Judge 
Wilson held that all conditions of proba- 
tion had been kept with the exception of 
the paying back the value of the dia- 
mond so refused to incarcerate the de- 
fendant. Because of this decision whole- 
sale jewelers of Los Angeles are com- 
plaining that it is impractical to allow 
articles to go out on memorandum. 
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ROLOG:CAL, 


HE International Bureau of Weights 

and Measures some time ago pub- 
lished an important volume containing 
the history of researches on nickel steel 
completed at its laboratory since 1896. 
This memorandum is accompanied by 
another relative to the studies carried 
out on the same subject, but on a much 
larger scale of temperatures, at the labo- 
ratory of the Society of Commentry— 
Fourchambault and Decazeville—for the 
last 15 years. The first of these memo- 








Some Developments in Horology 


By M. Reverchon 


randa has as its author M. Charles 
Edouard Guillaume, director of the In- 
ternational Bureau of Weights and 
Measures; the second is by M. Cheve- 
nard, Chief of the Imphy Laboratory, 
where the steel works of the afore- 
mentioned Society are located. There 
are about 400 pages, accompanied by 
numerous and interesting diagrams. 
We know that the work undertaken 
at the Pavilion of Breteuil, seat of the 
International Bureau, has been done as 


°Vaekw 





the result of an occasional discovery of 
an anomaly in the expansion of a nickel 
steel rod. This expansion coincided 
badly with the formulas received. There 
must have been something beneath that. 
To find the cause M. Guillaume set 
himself to studying all kinds of rods, 
containing different proportions of iron 
and nickel by adding variable quanti- 
ties of carbon, manganese, tungsten, 
chromium and silicon. These rods were 
furnished to him with their analysis by 
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Diagrams of two dimensions showing action of different proportions of chromium on the expansivity of nickel steels. 
the proportion of 1.5 per cent , 5 per cent and 10 per cent. 


Fig. 2 


2 per cent 


The chromium is in 


The curve corresponding to 1.5 per cent is between those of 1 per cent and 
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the Society of Commentry, whose direc- 
tor Henry Fayol, a man of large and 
open mind was much interested in the 
researches which he foresaw would be 
profitable from the metallurgical point 
of view. 


EARLY 1000 of these rods were thus 

submitted to the apparatus known 
by the name of “Expansion comparator.” 
Hundreds of thousands of observations 
were carried out. The results have been 
compiled in the Memoirs in a series of 
pictures and diagrams. 

As the work advanced, the processes 
of industrial and metallurgical analysis 
becoming more and more perfect, the 
conclusions of the measurements became 
more and more precise and certain. 

We know that in the domain of watch- 
making they have resulted in the crea- 
tion of an alloy replacing ordinary steel 
in the compensated balances. All the 
high quality watches, constructed in 
Europe today are provided with Guil- 
laume compensating balances. 

Only the English makers continue to 
use systems called “auxiliary com- 
pensator” sometimes very complicated 
and which try to overcome what we call 
“secondary error.” At the last contest 
of the Observatory of Torrington, on 
the first 50 classified watches for 1926, 
there is not one which is by an English 
maker. All are provided with the Guil- 
laume compensator except one, pre- 
sented by M. Paul Ditisheim which has 
another invention of M. Guillaume, an 
uncut balance with an elinvar spring. 
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70 80 90 Ni 


Fig. 3 


Diagrams of three dimensions showing the expansivity of chromium nickel steels containing 


from 10 per cent chromium from —100° C. 


LINVAR is an alloy of steel with 
nickel; (36 per cent invar, while the 
metal of the compensated balance afore- 
mentioned contains 42 per cent of 
nickel), another result of the researches 
performed at Breteuil, and which has 





70 80 90 - 95 Ni 


Fie. 4 


Diagram of three dimensions showing the expansivity of chromium nickel steels containing 
5 per cent of chromium from —100° C. and 900° C. 








and 900° C. 


the advantage of having a coefficient of 
elasticity insensible to the variations of 
temperature. 

This spring permits the equipment of 
the ordinary watches with a regulator 
reducing about 95 per cent the errors 
of time or customary regulation. Today, 
we estimate that more than 60,000,000 
watches are provided with this spring, 
of which we put out normally 2,000,000 
or 3,000,000 per year. 


The oldest alloy, issued by the Pavilion 
of Breteuil, which shelters the Interna- 
tional Bureau of Weights and Measures 
at Sevres, and the most famous, is invar. 

As its name indicates, invar is an alloy 
which has no variations due to tempera- 
ture, at least the temperatures which 
exist on the earth, the temperature that 
man can bear. 

It contains about 36 per cent nickel. 

Since its appearance, invar has been 
monopolized by the clockmakers for 
pendulum rods; by the geodesians for 
their wires, for the measurements of 
base lines. 

However, M. Guillaume immediately 
perceived that the invariability of the 
new metal was not absolute. I mean to 
say that, in the course of time, the 
geodetical wires, for example, underwent 
a slight lengthening. Oh! that was a 
mere trifle but it was perceived likewise, 
with the microscope. That is why the 
International Bureau took the practice 
of accompanying the wires, generally 24 
meters and 8 meters long, which it veri- 
fied for the geodesians—with a diagram 
of the type of Fig. 1 which made it easy. 
almost automatical, to apply a small 
correction depending upon the age of 
the wire. 
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HE shape of the curve of this diagram 

shows that the error of one year over 
the preceding one became smaller and 
smaller. We have the impression, in 
looking at it that a wire sufficiently aged, 
really would end by deserving the name 
of invar. 

But this impression was not sufficient. 
A scientist seeks perfection and any 
defect calls his attention to the applying 
of a correction. 

We could hardly think of housing for 
many years, the wires intended for 
geodesy so as to bring them, before 
their delivery, to the point where the 
curve begins to be very close to the 
horizontal straight line, that serves it 
as an asymtote. There must still be 
another solution. This solution M. Guil- 
laume has found is the addition to the 
alloy invar of another metal, chromium. 

The introduction of 12 per cent of 
chromium has the effect of eliminating 
the necessity of the curve. The alloy 
that contains the proportion of the new 
body has been called first solid invar. 
In contrast to the primitive invar which 
was not entirely worthy of its title. 
Fig. 2 shows how the addition of 
chromium leads to stability. 


F I have dwelt, somewhat, on this 
problem of invar, it is to show with 
what methodical spirit, arise the dis- 
coveries made by M. Guillaume at the 
International Bureau and only by bring- 


Fic. 6 


The new improved comparator installed in 
1926 at Breteuil, furnished by the Société 
Genevoise d’instruments physique 


ing about expansion measures between 
0° and 35°. 

The work performed in this laboratory 
has lead to the discovery of a method 
of production of alloys susceptible of 
responding to a predetermined goal. 
This method is largely employed in the 
factories at Imphy (district of Niévre, 
France) belonging to the Society of Com- 
mentry-Fourchambault. It is thus, for 
example, that in the making up of in- 
candescent lamps we employ a nickel 
steél alloy whose coefficient of expansion 
is identical to that of glass, assuring 
therefore a perfect contact between the 
two substances of which one carries and 
the other insulates the incandescent wire. 
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The close connection which still pre- 
vails between the laboratory of Weights 
and Measures and the one at Imphy 
has permitted M. Pierre Chevenard, 
chief of the latter establishment to con- 
tinue on a large scale of temperatures, 
the researches of M. Guillaume. 

The studies of M. Pierre Chevenard 
have been carried out between —100° and 


an 
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Each study allowed of observations being 
made successively at about 0°, 7°, 14°, 
21°, 28°, and 30°. 


Eines: old apparatus has just been dis. 
carded and replaced by the one of Fig, 
6 which is provided with the latest im. 
provements. 

The installation of this new instry. 
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Fic. 1 


Progressive lengthening of an old bar of invar (type of correction curves delivered with the 
wires studied at the Bureauof Weights and Measures) 


900° by 100°. They have permitted the 
reducing the general laws governing the 
curious alloys of iron and nickei, which 
have caused a revolution in the domain 
of~chronometric timing. 

I spoke a while ago of the influence 
of chromium. 

Here are, by virtue of comparison, 
diagrams of 8 dimensions established at 
Imphy, which show this action between 
—100° C. and 900° C. 


N the Memoirs of M. Chevenard, pub- 
lished in volume XVII of the “Tra- 
vaux et Le Memoirs” there are a great 
number of diagrams of two dimensions 
which permits one to account for the 
various anomalies of the alloys in ques- 
tion, pure or blended. Let us say only 
by the way that carbon plays an im- 
portant part in the modifications of the 
properties of these alloys. There is but 
extremely little needed to produce re- 
actions and important transformations. 
It is a question there of an extremely 
remarkable contribution to metallurgy 
and to metallography in general, but it 
interests the chronometrist because it 
gives him the key to the apparent mys- 
teries of these special alloys to which 
the Bureau of Standards has dedicated 
its Circular No. 58. : 
The studies of M. Pierre Chevenard, 
who is at the same time Professor at the 
National School of Mines at St. Etienne 
(Loire, France) have lasted 15 years 
and have been pursued in a parallei 
direction with those of M. Guillaume. 


It would perhaps be of interest to the 
friends of chronometry to know the ap- 
paratus on which have been made the 
determinations carried out at the Pavi- 
lion of Breteuil, during more than a 
third of a century. Here is a drawing 
taken from the Volume II of the “Tra- 
vaux et Memoires,” published in 1883. 
We can see the microscopes mounted on 
masonry pedestals, which served to 
register the marks, infinitely fine, 
traced at the ends of the rods, seen in a 
tray filled with water, brought to the 
temperature wanted by a stirrer which 
was operated for a long time by hand. 


ment would have gone considerably be- 
yond the financial means of the Interna- 
tional Bureau. Its acquisition and its 
installation have been made, thanks to 
the generosity of the International Edu- 
cation Board of the Rockefeller Founda- 


tet. 


bi. 


Fic. 5 


The old expansion comparator of the In- 

ternational Bureau of Weights and Measures 

which has been used to carry out the works 
of M. Guillaume 


tion, which has contributed a large part 
to the cost of this substitution which 
has gone well above 100,000 francs. 








The display window of the Perrine 
Building Jewelers, Inc., 125 N. Robinson 
St., Oklahoma City, Okla., was recently 
smashed and watches worth $150 were 
taken. The robbery was discovered by 
a passerby who noticed the broken glass. 

A cautious thief who did not leave any 
fingerprints in removing a pane of glass 
through which he gained entry to the 
store of W. E. Turner, Newberry, S. C., 
recently, $200 worth of stock. 
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United States Patents 


Issue of Feb. 11, 1930 


1,746,457. EXTENSION DEVICE. SIDNEY 
O. BIGNEY and NATHANIEL SANDBERG, 
Attleboro, Mass., assignors to S. O. Big- 
ney & Co., Attleboro, Mass. Filed April 
23, 1929. Ser. 357,482. 9 claims. 

An extension device for flexible bracelets, 
comprising two members pivotally connected 
together at one of their ends, means on each 
member for securing a bracelet end thereto. 
a resilient latching element on one of said 
members, and a cooperating latching element 


Fr 
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movably mounted in the other member, said 
other member having an opening through 
which the resilient latching element extends 
to engage the movable element, whereby the 
two members may be held in folded position, 
and may be expanded when the latching ele- 
ment is disengaged from the movable ele- 
ment. 


1,747,010. SILVERWARE HOLDER. THOMAS 
A. KELLER, JrR., St. Paul, Minn. Filed 
March 12, 1928. Ser. 261,086. 12 claims. 

A silverware holder comprising a back, a 
band positioned across said back, a second 
similarly disposed band overlapping the lower 














portion of said first band, said second band 
being stitched to said first band at intervals 
throughout its length and free from said 
back along some of the stitchings thereof, 
and said first band being stitched to said 
back at intervals throughout its length. 


United States Trade-Marks 
Issue of Feb. 11, 1930 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this application. 

Marks applied for under the 10-year “pro- 
viso”’ are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 


Ser. 286,340. Wm. A. Roaprs, LimitTep, To- 
ronto, Ontario, Can., and Niagara Falls, 
N. Y., assignor to Oneida Community, 
Ltd., Oneida, N. Y. Filed June 28, 1929. 
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Flatware and Hollow 


For Silver-Plated 
Ware. 


WuA(ROGERS )(HEIRLOOM)<{100 > 


Claims use since May 10, 1929. 








Ser. 292,377. UNIVERSAL WaTCH BRACELET 
MANUFACTURERS, INc., Los Angeles, Cal. 
Filed Nov. 13, 1929. 


UNIVERSITY 





For Ornamental and Watch Bracelets. 
Claims use since July 20, 1929. 


Ser. 293,216. Gemex Co., Newark, N. J. Filed 
Dec. 4, 1929. 


RIALTO 


For Watch Bracelets, Watch Straps, Watch 
Attachments—Namely, Watch Chains, Fobs, 
and Charms, Neck Chains, Bracelets, Scarf- 
pins, Finger Rings, Belt Buckles, and Ear 
and Hair Ornaments, All Made of or Plated 
with Precious Metal. 

Claims use since Oct. 18, 1929. 


Ser. 293,217. GemMEx Co., Newark, N. J. 
Filed Dec. 4, 1929. 


SYLVIA 


For Watch Bracelets, Watch Straps, Watch 
Attachments—Namely, Watch Chains, Fobs 
and Charms, Neck Chains, Bracelets, Scarf- 
pins, Finger Rings, Belt Buckles, and Ear 
and Hair Ornaments, All Made of or Plated 
with, Precious Metal. 

Claims use since Oct. 18, 1929. 


Ser. 293,258. AutToMaATic GOLD CHAIN Co., 
Providence, R. I. Filed Dec. 5, 1929. 


PARAMO 


For Jewelry for Personal Wear or Adorn- 
ment, Not Including Watches. 
Claims use since Sept. 10, 1929. 


Ser. 293,361. AuTomaTic GoLpD CHAIN Co., 
Providence, R. I. Filed Dec. 7, 1929. 


MAESTRO 


For Jewelry for Personal Wear or Adorn- 
ment, Not Including Watches. 
Claims use since Nov. 1, 1929. 


Trade-Mark Registrations Granted 


267,048. WATCH CRYSTALS. 
Korakupbo Co., Inc., New York. 


KonlisHI 


Filed Oct. 11, 1929. Ser. 290,956. PUB- 
LISHED NOV. 19, 1929. 
267,049. WATCH CRYSTALS. KonIsHI 
Kotaxkupbo Co., INc., New York. 
Filed Oct. 11, 1929. Ser. 290,953. PUB- 
LISHED NOV. 19, 1929. 
267,050. WATCH CRYSTALS. KOonNIsHI 


Korakupbo Co., INc., New York. 
Filed Oct. 11, 1929. Ser. 290,955. PUB- 
LISHED NOV. 19, 1929. 


267,051. WATCH CRYSTALS. 
Kotraxkupbo Co., Inc., New York. 
Filed Oct. 11, 1929. Ser. 290,952. 
LISHED NOV. 19, 1929. 


267,052. WATCH CRYSTALS. Ira GuILpEN, 


New York. 
Filed Oct. 11, <a 290,948. PUB- 


LISHED NOV. 19, 


KonisHI 
PUB- 











267,096. WATCH CRYSTALS. KONISH}1 
KoTaxkupbo Co., INc., New York. 
Filed Oct. 11, 1929. Ser. 290,954. PUB- 


LISHED NOV. 19, 1929. 


267,138. WATCH BRACELETS, WATCH 
STRAPS, WATCH ATTACHMENTS, 
ETC. GeMeEx Co., Newark, N. J. 

Filed Aug. 26, 1929. Ser. 289,011. PUB- 

LISHED NOV. 12, 1929. 


267,139. WATCH STRAPS, WATCH AT- 
TACHMENTS, NECK CHAINS, ETC. 
GEMEX Co., Newark, N. J. 

Filed Aug. 26, 1929. Ser. 289,010. PUB- 

LISHED NOV. 12, 1929. 


267,008. PEWTER WARE 
CUPS, BOWLS, DISHES, TRAYS, 
PITCHERS, SALT AND PEPPER 
SHAKERS, PLATTERS, VASES, BON- 
BON BOWLS. THE WEIDLICH Bros. 
MrFc. Co., Bridgeport, Conn. 

Filed Sept. 30, 1929. Ser. 290,388. PUB- 

ISHED NOV. 26, 1929. 





NAMELY, 


Trade-Mark Registrations Renewed 


77,810. SILVER-PLATED FLATWARE AND 
HOLLOW WARE. Registered May 10, 


1910. INTERNATIONAL SILVER Co., Meri- 
den, Conn. Renewed May 10, 1930. 
PRINTS 
12,376.—Title: BLUE BONNETS. For Wed- 
ding Rings. BoLorin & SHEININ, Chi- 

cago. Published Feb. 15, 192 


9. 
12,383. — Title: TELECHRON ELECTRIC 
CLOCKS. For Electric Clocks. WarrREN 
TELECHRON Co., Ashland, Mass. Pub- 
lished Nov. 7, 1929. 








Merchandising Calendar 
(Continued from page 35) 








General March Activities 


March opens a new season, and with 
this opening there is an increased de- 
mand for style wares of every descrip- 
tion. The people are itching for some- 
thing new. The style fetish is rooted 
firmly in the public mind as something 
entirely desirable. Jewelers will nat- 
urally take advantage of the style ap- 
peal in every way possible in their 
effort to meet the competition of other 
trades. Now that they, too, advertise 
and sell style they are better prepared 
than ever to meet such competition as 
comes from outside the trade. 


Easter coming late this year the 
jeweler will have two chances instead of 
one in advocating style merchandise. 
He can cash in on the spring style ap- 
peal, and on the Easter style appeal, 
separately. For this reason alone, the 
jeweler will be well advised to keep his 
Pre-Easter selling efforts until late in 
March in order that he may secure all 
the advantages of the spring season sell- 
ing period. 

The jeweler should follow a _ con- 
sistent campaign for birthstone business. 
This is his own business. No other store 
can take it away from him through the 
offer of a different article. Even with- 
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out the element of superstition that 
lingers in the human mind the birth- 
stone appeal .can be made most attrac- 
tive. There is a general desire in the 
human heart to possess and wear some- 
thing particularly appropriate to the 
individual. The birthstone fills this 
want. 

One of the principles of modern busi- 
ness is to secure as large an attendance 
of visitors interested in the merchants’ 
wares as possible. The larger the traffic 
in a store the more opportunity the mer- 
chant finds to vend his wares, and the 
easier it is to sell his merchandise, be- 
cause with many the very sight of an 
article creates an instant desire to 
possess it. Anything the jeweler can do 
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to secure a greater number to visit his 
store is all in his favor. For this reason 
he should institute a spring exposition 
of some kind in his store. This affords 
the people an opportunity to visit the 
store and view the offerings. 

In some mercantile establishments the 
spring opening, or exposition of spring 
styles, is made one of the outstanding 
merchandising events of the season. This 
is done for the reason already pointed 
out, and also, to create the impression 
that the merchant is ready for the 
season with the newest styles and items 
in the market. The jeweler can have a 
spring exposition in which the newest 
in jewelry, silver, watches, diamonds and 
other merchandise is featured. A single 
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day, or an entire week may be allotted’ 
to this exposition, and it will concentrate 
attention on the store holding it. , 
Jewelers all over the country are’ 
adopting modern merchandising methods 
to their advantage. The jewelry store 
must emerge from the repair shop er 
bryonic state to become a merchandising 
center. Jewelers must become vendors 
of the things the people want, and ng 
longer remain merely sellers of 
things they come to the store to get. 
This is an age of action. It is an age 
of aggression. It is an age of change 
and progress. There is a constant pro. 
cession of travel toward the goal of 
success, and the jeweler must get into 
step—or fall behind. 





China and Crystalware for the Bride 


(Jontinued from page 23) 


tablecloth, serves to bring out the beauty of both wares 
to their best advantage. 

These customers’ cards which are left on the tables 
previous to the weddings are afterwards filed away, thus 
becoming a part of the store’s permanent records. On 
the back of the cards are entered the various unrelated 
purchases, such as pictures, flower jars and boudoir 
lamps, which may be bought from time to time. In this 
way a fairly comprehensive picture of the furnishings 
of a customer’s home is on file for future reference. 

All engaged girls have showers, so why not suggest 
to the right ones the advisability of a china shower? 
Brides are appreciative of this, as it is a splendid means 
of starting the second or everyday sets. In this con- 
nection, here is a good idea. To save packing, have all 
china for one shower assembled; then have it sent in one 
shipment to the girl giving the shower. 

At least nine-tenths of the fine china and crystal sets 
are started by the selling of one item at a time. It has 
been found to be good business to take chances on break- 
ing a dozen service plates in order to sell one. 

Jacksonville, it has been found, is a good town for 
glassware, due to the long, warm season. This means 
that homes will have their rock crystal, then for informal 
entertaining will have several small sets of colored glass. 
Where it is not only quite the vogue, but quite essential 
to serve cooling drinks, the need for a variety of glass- 
ware is apparent. 

Closely watching customers’ buying habits reveals this 
truth; a customer will buy twice as much glassware 
when a complete stock is carried in one pattern. Spread- 
ing out a complete line of stemware from the tiny glasses 
to the state goblets, is a positive way of implanting the 
desire for ownership in a customer’s mind. Two patterns 
carried complete will produce many more sales in the 
aggregate than three times the same amount of stock, 
if carried in a number of patterns. 

The better homemaking magazines are helping jewelers 
to sell more fine china and crystal by advocating and 
showing the proper way to serve, Miss Wellington thinks. 

Now, the gift department plays its important part on 


this sales-producing floor. Three adjoining rooms that” 
are each some 15 feet square are used to show various” 
gift items, but several tables right out on the main floor 
receive the most play. Grouping items of one price on™ 
these latter tables makes selling easier. It saves the 
asking and answering of many questions. Customers 
will browse about priced tables discovering what they 
are after with little trouble, whereas if the goods are 
individually marked, a $5 article is sure to be the only” 
thing that will suit a $2 customer, so a sale is apt to be 
lost. 

Tables with articles on them at one price are only” 
good for such items as retail at $5 and less. The best” 
prices here are those at $1, $2, $3.50, and $5, with the © 
$2 table being the most active. 

A strong bid is made for the card prize business. This 
is more to get people into the store than anything else. 
Many people attracted to the second floor through its 
wide popularity as a good place to pick up inexpensive © 
novelties buy many other of the regular items found ina 
good jewelry store. Therefore, as a feeder for the rest | 
of the store, the reasoning that a good gift department” 
has a strong. bearing on attracting people to the store 
seems logical. 3 

A good tip on bridge prizes is to wrap them so nicely 
that the hostess presents them to her guests just as she 
receives them from the store. All gifts, of course, bear 
a Jacobs’ sticker. . 

There are many benefit card parties held in and around 
Jacksonville by churches, lodges and societies. Even the 
good hotels have their weekly card parties, so each group” 
is in the market for from 10 to 30 prizes a week. Now, 
a little secret. It is considered good advertising to allow” 
these hotels and organizations to take their choice of any 
article on the $1 table, and pay just half of the regular 
price. The 50 cents difference is charged up to adver- 
tising, as rightfully it should be done. Returns from” 
this form of advertising are fairly easy to check. J acobs” 
says it pays well. In fact, very little newspaper copy 
used, as the direct returns from this mode are so very 
satisfactory. 





